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pullike 


Unterpret t the Mode with Smart New Iootwear 











n/frch Shoes 


Does your line of arch shoes appeal only to the more con- 
servative? There is a decided trend away from the 
plainer, heavier arch shoes to the ultra-smart, light, airy 
types. All women are style conscious and your trade 
will be delighted with the trimness and charm to be 
found in BILLIKEN Arch fashions, 


Appeal to the young women as well as the more conservative, 
who like the buoyancy and comfort to be found in arch type 
shoes, but who also demand fashion’s newest ideas in their 


footwear. 


It is a pleasure to sell BILLIKENS. Investigate this nation- 
ally known line, which combines the ultra-modern with posi- 


tive corrective features. 


DROP us a line for catalog or salesman. 












4945—Ladies’ Black Suede Andlee Tie, dull black 
calf trimmed, 17-8 —. heel, leather top 
itt. AAA, 5%-8; AA, A, 4-9; B, 
Te ee = eer ror $3.15 
4944—Same : ‘style and sizes in Brown Suede, Brown 
Rosebey Calf trimmed.............++-ee+- . 





4939— panes * Dull Black Kid Fainall Pump, grey 
Java lizard trimmed, 20-8 dull celluloid 
covered heel, le: 7 top ey ast. 52-8; 

AA, 5- A, 4-8; B, 34-8; C, . $3. 15 

4940— Same id and sizes in ie pel panne 
and white Java lizard trimmed..........- $3.15 





4943—Ladies’ Dull Black Kid Melba Center Buckle 
One-Strap, grey Java lizard trimmed, 20-8 
dull celluloid covered heel, leather top lift, 
AAA, 5%-8; AA, 5-8; A, 4-8; B, 3%-8; 
Ns OE Rs Dstcaredvcowse bowser evuesaes aces $3. 





MCELROY-SLOAN 


“The Billiken Shoemakers”’ 


SAINT LOUIS MISSOURI 
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Like the grip of a friendly hand 


Just think what it 


means right now-- 


To merchants with the forward look there 
is both confidence and security in the 
Foot Delight line. Here are shoes which 


build an enduring business with customers 





who are loyal and enthusiastic. They 


buy these shoes regardless of price, and 


are delighted to find such value in the 
price range of $8.50—$10.00. 


One indication of the value of a Foot 
Delight agency, particularly at the present 
time, is the reliance which our merchants 
place on our in-stock service. One hun- 


dred and twenty-five shoes are carried in 





stock. All contain the wonderful Foot 





Delight features which are exclusive and 


patented. 


We will be very glad to have our sales- 
men explain our entire proposition to 
merchants in cities where it will not dis- 
turb any of the pleasant relationships 
Bancroft Walker 


Company, Boston, Massachusetts. 


which now exist. 





No other shoes can be like Foot 
Delight. Their features are pro- 
tected by United States patents. 


PICK A GOopD 





LINE 
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Reg. U. S. Pat. Off. 


STICK TO IT 
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Standardize on 


Cvani Brand. 
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oy Shozs which are advertised as ia ae W: COMPLIMENT the Bancroft 
“different’’ — as being made according to Walker Company on the success of Foot 
new and patented processes. Yet they have Delight shoes. We count ourselves fortu- 
one main essential in common with other nate to have been a factor in helping them 
successful lines, for their makers place a spe- achieve that dependability which is char- 
cial reliance upon Ruby Kid. acteristic of the Foot Delight line. 
JOHN R. EVANS & CO. 
CAMDEN, N. J. 
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EVANS LEATHER 
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“Built to Win Games’”’ 

















20 Special Features 


1. Light weight—easy to carry. 
. Snug fit—narrow shank and heel. 


. Sponge rubber cushion heel. 


_~>_ wo wv 


. Special design arch support. 


5. Ventilating eyelets at shank. 


Ss 


Outside saddle supports foot. 


~ 


. Inside and outside back stays. 

8. High-grade loose duck lining. 

9. Special high quality duck upper, 
3-ply at instep. 

10. Eyelets set back from toe. 

11. Special nickel eyelets (grommets). 

12. Comfort style lace stay. 


13. Tongue is formed to lay smooth; 
felt lined to prevent wrinkling or 
slipping and to keep laces from 
chafing the instep when laced tight. 


14. Counter sewed to lining. 

15. Smooth finish Korxole insole. 

16. Brown sole, molded, patented de- 
sign. 

17. Edge of sole raised to cushion foot 
—corrugated to prevent slipping. 


18. Pivot block—sole extra thick at 
big toe joint—prevents burning of 
feet. 


19. Sole is self-cleaning—does not get 
hard and slippery with dirt and wax 
from floor. 


20. Thin toe strip to lessen interfer- 
ence and stumbling. 









The 
“Official” 





A Super-Basketball Shoe 























How to get the “edge” on a 
growing and very profitable business 


Dealers in every part of the country are finding the “Official” 
a very profitable shoe to handle, because it has 20 special features 
that easily convince coaches and players of its superiority. 


Some of the foremost basketball coaches of the country helped 
to design the “Official”, and thirty-four years of specializing in 
rubber footwear is fully applied in its construction. Every 
feature of design, every piece of material, every step in manufac- 
ture is considered from this one point of view—will it help 
win games? 


To be a real factor in winning games, a basketball shoe must 
promote easier, safer and faster footwork—by eliminating slip- 
ping, tiring, burning and all slowing-up from fear of them. 
It takes twenty special features to make that kind of a shoe, and 
all of them are combined in the “Official”. 


Now is the time when coaches are considering basketball 
equipment. Show the twenty special features, and write for 
folder with reports from users—just what the coach wants to see. 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 


280 Water St., Mishawaka, Indiana 


New England and Greater New York dealers may address 
Dunham Bros. Co., Dept. A, Brattleboro, Vt. 


BALL-BAND 


Tennis—Galoshes—Rubbers—Etc.—with the Red Ball Trade-Mark 
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Bill Ra 


Musebeck Shoes 












STRATE LAST 


A to E 


BANKER 


AA to EEE 


56 Black Kid ‘ 
$56 Black Kid, with ‘Areh Support Insole........ 4.85 
GE Tern TS io visccicanccntescvccvasvesssices 4.85 


COMBINATION 


AA to E 


6@ Black Kid, Kang. Tips.............cccc00. % 50 
0 As above with Arch Support Insole.......... 4.85 
80 Black Calf --. 4.50 


ORTHOPEDIC 


AA to E 


30 Tan Calf, Overweight Viscol Sole............ $3.85 
50 Black Boarded Calf, Overweight Viscof Sole.. 3.65 
70 Black Kid, Kang. Ti 4.50 
$70 Same as above. Arch ‘Support i eee 4.85 
K74 Heavy Black Kangaroo Viscol Sole.......... 4.50 


POLICE SHOE 
No. 11... .#4.00 


EE 

i Black c calf, Long 
Counter, —_Viscol- 
ized overweight 
double sole, Bar- 
bour Stormwelt 
Police 
Shve.. $4.00 
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BILL RAY 


New England Representative 


for 
MUSEBECK SHOE COMPANY 


Sept. 30, 1931. 
Dear Mr. Musebeck: 

You wrote me some time back 
asking me why so many New 
England merchants buy our shoes 
made in Danville, Illinois. 

The answer is as follows: Shoe 
merchants in New England know 
good shoes when they see them. 
They know there is no other manu- 
facturer making men’s shoes with 
8 iron shoulder channel curried 
flexible grain innersoles without 
cork filler and our exclusive con- 
struction features. 

Dealers make ‘a good profit on 
our shoes, for they never have to 
put them on the bargain counter. 
The merchant has only to sell a 
customer the first pair, and he has 
made a permanent customer for 
his store. Our shoes give the ut- 
most Comfort, the most excep- 
oer Service and, above all, they 

it. 

The smart merchant today ap- 
preciates the fact that most men’s 
feet demand a combination last, 
which he gets in all our shoes. 
Our lasts are honest combination, 
not merely marked so. 

If I seem too enthusiastic about 
our shoes it is only that my many 
good accounts in New England 
have made me that way. 

Yours very truly, 
W. A. Ray. 





P. S.—Musebeck Shoes are de- 
pression proof. + 





y Says: 


Are Depression Proof 









CUSTOM 


AAA to E 


OD. cscudancsmetcersencabauesares) \. 
067 Tan Calf 00 


LA SALLE 


A to E 


Ge COED i cceccuttcccisteccanenes .- $4.50 
BOE iv dav aad nkceaducentawahetvedeies 4.60 


WALL STREET 


AAAA to E 


$014 Black Calf Arch Support Insole..........- $4.85 

GO Bee CEE no cc cans cedectccvaventccoaseveds 4.50 

Gh NM OOM iscccicceradedevcedcasnenessinase 4.60 
BLU-OXFORDS 

$04 Black Calf Arch Support Insole............ $1.85 

Ce EO Sevecencrcevveccebceudiacnendeen 4.85 

WE. (cceases dvavecdearewess Kexuee ts 4.50 


COMBINATION 


A to E 













O60 Black Hid, Mates. TWhisc ss nciccscccavease $4.50 
$060 Same as above, Arch inact POU a tacvess 4.85 
065 Brown Kid ae 

080 Black Calf 
(85 Tan Calf ... 





BANKER 


AA to E 


OGG Bilaeh WIG ccc cscawcccuscsccsedesedeceses $4.50 
$956 Black Kid, Arch Support Insole............ 4.85 


CO FN AGE ea Kitidawdivararivdcecacccasnacs 4.85 


BROUWER 
RESEARCH 
No. 100 


AA to E 


0170 Black Kid, Long Inside Orthopedic Heel... 
0175 Brown Kid, Long Inside Orthopedic Heel... 


$0170 Black Kid, Arch Support Innersole......... 5.20 





combining THe SHOE RetraiLer, Oct. T7, 1931 


= 
Q 
= 
° 
o 
= 
& 
= 
= 
° 
T 
3 
vA 
< 
5 
2° 
3 























. CO. 





A 
Boot AND SHOE RECORDER 


ONE QUALITY 
TO ALL 





combining THe SHOE RETAILER, Oct. 17, 1931 





























O 

Le 
ei a 
° Li) 

aZS < 23 a — Ld 
zZ2 oy za OoAawY Oo ok. 
=O }- at —u4 Oo — So ~) 

Yn <= ii i Ha ot = ag WO 

< <_{ t O Av - < 

rs yey: Su Oz <2 | 3 
os Zz Ln ae ith > Of be q bad = 4 
9z2 0 ae Z2 

a <i: 

re 

>5 

e) 

(YY w 

LJ 


ONE PRICE 
TO ALL 


STi eee PIE Se TOT 











RANGE IN STOCK 
A.B,.CsD WIDTHS 


COMPLETE SIZE 
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A New Peak in Sight—Men’s and 


Boys’ Shoes IN THIS ISSUE 


HE peak of sales in men’s wear is 
in December and the same holds 
true = boys clothing. A similar build- Voice of the Trade.................... Observations and Comment.......... 11 
up is possible this year in men’s and 
boys’ shoes—for man has raided his 
old wardrobe long enough and is forced 

by the season to change. Logical rea- Industry Holds Styles Conference 
sons are presented in the October 24th 


Spring and Summer Fashion Program.. 14 


prvi feces Se be What the Conference Revealed......... By Madame Hamilton Jeffries........ 16 
retail. Authorities in the field of men’s 
dress indicate the possibilities ahead. 
ae ee ee | WOU Piieee................-. In Shoes for Men........ +0000. am 
it must be fed anew and afresh and in 
this issue we reveal the battle-deck ; a 
window formation. If Germany in its Salaries vs. Commissions............... By Murray C. French............... 18 
dilemma can still stimulate sales by 
using new windows and_ displays, 
should we be far behind? New prin- | Footwear Fashions for Spring........... Official Conference Report.......... 20 
ciples in window decoration find their 
first presentation in this number. Now 
is the time to make the store and win- | Ads Echo the Battle of Price............ What Shoe Merchants Are Telling the 
dow sell more shoes by suggestion and Public Through Newspapers....... 42 
display. 
SI IMAG so one bee hoon kdeeeiweduans About People and the Trade......... 69 
v Business Barometer................... Changes, Embarrassments, New Stores. 85 
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Offer the | Dolice Shoe- 
Take the Lead in this New Style Trend / 

































Aes This new last, the style, and the 
“Tra d e- fine shoemaking on display in 
Builder's your window has that “Come in 
and buy me” appeal to the men 
who spend the greater portion of 
their time on their feet. Equally 
effective, too, for dress wear. 


ry 
SO Re 
SO WATER. 





Policemen pride themselves on their neat and 
trim appearance, and this new Trade Builder 
creation fills their demand for a dressy shoe. 
Comfort and protection have always been the 
prime consideration of policemen in their 
choice of shoes, for they must brave all kinds 
of weather in the discharge of their duty—- 
the ice and cold of winter—the blistering 
heat of summer, and the slush and sleet of 
early spring. Having once worn Trade 
Builders, they invariably return to them. 
This shoe will aid you in building a steady 
repeat business. 


NS 









Offer them what they 
want. It is also ideal for 
mailmen, firemen, collec- 
tors and countless others 
who are much on their 
feet. Sell one man on the 
force, and sales to the 


rest will come easy. 


We will be glad to send 
sample for your inspec- 
tion. 


M. T. Shaw, Inc. 


Coldwater Mich. 
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The VOICE of the TRADE 


The cow jumped over 
the moon, needlessly, for all the 
time she had the moon in her 
stomach. Idiotic as this sentence 
may appear, we ask you to take a 
look at the new tripe-leather called 
Moonskin which has all the ap- 
pearance of craters of the moon. 

In the miracles of tanning, the 
poor cow gives her coat for sole 
leather and now the inquisitive 
tanner finds Moonskin in her first 
ruminant, Goldfish in her second, 
Cluny in her third and Raffia in the 
fourth of her stomachs. As upper 


4 A FINE RESEARCHER 
You ARE — LOOKIT ALL 

3 THAT GOOD cow / 

GOING TO WASTE . 


7 

| ‘i 

ee 

leather goes, it has a variety of 
textures which in imaginative re- 
search indicate various appearances 
from that of “craters of the moon” 
to rough Turkish toweling. Squint 
your eye a trifle and the thread- 
like surface of one of the tripe 
substances looks like a mesh of 
lace in a very possible Cluny lace 
design. Tripe-Raffia has a sur- 
face that is pretty much like Turk- 
ish toweling or Terry cloth. 

“This new leather has a practi- 
cal side to it. It is economical,” 
says George I*. Fayen, New York 
representative for the Corey 
Leather Company, “for it is al- 
ready in bag, glove and shoe pro- 
duction. It comes through the 
tanning process in an off-white 
color with a creamy cast. It is 
dyeable with the same solutions 
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that are used to tint fabric shoes 
in stores.” 

Although a piece of honeycomb 
tripe may be tough enough when 
cooked, there is a certain weakness 
to tripe as leather, but this is cor- 
rected by proper backing. This 
amazing new leather is one of the 
wonders of the day ; but the tanner 
chemist promises even more upper 
substances for he is continuing his 
research into the interiors of sheep, 
goats, cows and all four-footed 


animals. 
x Ok Ok 


a A. L. Mercer 


of the Vulcan Corporation, Ports- 
mouth, Ohio, is promoting a cam- 
paign “Back to black ink” and 
says: 

“Everything has a_ saturation 
point, even red ink. Business still 
has a bad headache from drinking 
too much of it. Deflating men’s 
minds proves an even more pain- 
ful process than draining the water 





GOSH DARN /7_ 
AINCHA PROUDY: 


(a 


out of stocks and bonds or pulling 
time-worn pegs out of commodity 
prices. We are rapidly learning 
once more that only work will win. 
Only the men or machines which 
make, carry or sell things and the 
men who manage, chart the courses 
or carry on research successfully 
and profitably are important in to- 
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Only the 
I sense a new 
I believe we are definitely 
headed in the right direction. We 
can all be thankful that the emblem 
of the United States is still an 
eagle and not a crab.” 


day's scheme of things. 
fittest survive. 
spirit. 





Fred F. Field 
of the lield & Flint Company of 
brockton, is one of the most ardent 
horsemen of the industry. He is 
known wherever horses are run. 
Naturally, his greatest horse joy is 
his showing at the Brockton Fair. 
In the shoe race, his favorite is 
“Foot Joy.” Eminently success- 
ful in both lines, he combines busi- 
ness and pleasure in the proper 
proportion. He is now to be found 
taking in the harness racing pro- 
gram at Lexington, Ky.—where he 
is running a number of highly bred 
from the well-known Field 
stables. 


colts 


Bo * * 


T. Heynon Holly 
and Paul R. Hollyof the Holly Shoe 
Company of Littleton, N. H., were, 
on Oct. 10th, 50,000 pairs ahead 
of the entire production for 1930, 
and have orders on hand to keep 
busy until the end of the year 

So by this token we see the lit- 
tle town of Littleton up in the hills 
of New Hampshire, looking for- 
ward to a comfortable winter mak- 
ing McKays. 






Bity Ahern 


is more than publisher of the 
Coast Shoe Reporter on the Pa- 
cific coast. He is an institution. 
Ask any traveler on the coast ter- 
ritory. He keeps a mental route 
book and recently, when a big 
merchant wanted to contact a cer- 
tain salesman in a hurry, Billy 
picked up his telephone and got 
him in ten minutes, in a shoe store 
in San Diego. It was but a mat- 
ter of hours via airplane until the 
order was booked and on its way 
to the factory. 





To live intently in service to 
industry is a habit with him, as it 
was with his father before him. 

This little tribute is an outcome 
of our wiring the coast for details 
of a traveler and the speedy return 
of a three-page letter telling us 
more about the traveling man than 
even he himself could have said— 
for it painted the picture of his 
friendships and his standing. Our 
many appreciations. 


* * * 


F ree chiropody 
is out—at least the chiropodist has 
no standing for he will not be ad- 
mitted to membership in the Pedic 
Society of the State of New York 
or in the National Association of 
Chiropodists- Podiatrists. 

It just goes to show you that ten 
lines of criticism in the RECORDER 
stirred up the forces of correction. 
There is no more reason why chi- 
ropody shou'd be given free with 
shoes than there is for shoes to be 
given free with overcoats, over- 
coats free with roadsters, road- 
sters free with house lots—yet, be- 
lieve it or not, all of these stunts 
have been tried this season. 





x * * 


Now is the time to 
sell short shoes in the Philippines. 


Native women prefer daintier 
and fancier shoes for street 


wear than those ordinarily used in 





TEST YOUR SHOE 


KNOWLEDGE 


Questions Covering What You 
Should Know, by A. L. Evans 





Our readers are invited to submit quer- 
ies on any pertinent matter. 
1. Of what use are “blind sizes”? 
2. What is a “hinge” last? 
3. What are the “Three Cs” of 
Stock-keeping? 
4. What is the essential character- 
istic of a genuine moccasin shoe? 
5. Do lasts ever vary in size? 
Turn to Page 76 for answers. 





the United States. Most of the 
women’s shoes are very light con- 
struction and highly decorative. 

The size center runs from 3 to 
4¥Y, in broad lasts for Filipino wo- 
men and 5 to 7 for Filipino men. 
Everyone who can afford it pur- 
chases new shoes for Easter Sun- 
day, and shoe sales _ continue 
through the month of May when 
chi'dren are outfitted for the 
school year beginning in June. 

There is a market for your 
small sizes. 












am, 
wE\ 





| 


eer boots, 


leather harnesses, padded _hel- 
mets, footballs and all other grid- 
iron equipment keeps more than 
100 men busy in the shop of the 
Ivory System, Inc., of Peabody. 
Mass. Volume of business is 25 
per cent up in this little plant. 
which renovates, reconstructs, re- 
models any sports equipment that 
has leather as a base. Distance 
appears to be no obstacle to this 


business for goods come to it 
from stadiums, clubhouses, col- 


leges, gymnasiums, baseball fields 
and playgrounds all over the coun- 
try. It just yoes to prove that a 
specialist can find business if he 
knows his stuff and tells the wide 
world where to send for it. 





e H. Esch 


of the Leverenz Shoe Company, 
Sheyloygan, Wis., reports not only 
running full time but some over- 
time for all of the year to date. 
To do this, the factory has added 







WHAT. ion gz 
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e 








considerable equipment which will 
enable it to make better deliveries 
on all orders. Considerable addi- 
tional help has been employed. A 
large volume of business is on the 
books and operation is stretching 
out beyond ful! time, five and one- 
half days to a full six-day week. 
The factory is in service princi- 
pally to wholesalers. 


* * * 


Si. J. Cullum 


of Saxon Cullum Shoe Co., Inc., 
Augusta, Ga., recently made a com- 
parison of the figures for the men’s 
departments in both the Augusta 
and Columbia stores. He took the 
first six months of 1929 and the cor- 
responding period in 1931. He 
found that in 1931 the volume of 
business increased about 40 per 
cent at the same showing a decrease 
in inventory. He attributes it to 
concentration on lines for by so do- 
ing the stores were enabled to carry 
more sizes thus reducing to a mini- 
mum the possibility of disappoint- 
ing the customers by not having 
their sizes. He believes this point 
alone has been a most important 
factor in the success of his men’s 


department. 
* * * 


The modern Paul Revere, 


in the person of Frank P. Meyer, 
writes: “To show how powerful a 
medium of news your magazine is 
I will say that the number of let- 
ters I have received from shoemen_ 
who have read of my ride is legion. 
In fact it proves to me that the 
Boot AND SHOE RECORDER is the 
only business journal prolific of 
sufficient advertising influence to 
get all my advertising should I 
ever enter the field of shoe man- 
ufacturing.”” 
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A: the peak of his career John C. McKeon, 
general chairman of the Joint Styles Conference, past 
president of the National Boot and Shoe Manufac- 
turers Association and partner in the firm of Laird, 
Schober & Company, died at his home in Wynnewood, 
outside Philadelphia, on Tuesday October 13th, after 
a day’s illness. A cold contracted at the Joint Styles 
Conference on Friday gave him considerable distress 
on Saturday. At home on Sunday it was diagnosed 
as tonsilitis, but pneumonia set in and he died on 
Tuesday at noon. 

Mr. McKeon’s entire business life was spent in the 
shoe trade and with a single firm in that trade. He 
entered the employ of Laird, Schober & Company as 
an office boy and, like the heroes of Horatio Alger’s 
book, rose to a partnership in the business. He suc- 
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JOHN C. McKEON DIES 









John C. 
McKeon 


1876-1931 





cessfully stepped up year after year into new positions 
until finally he became assistant to S. S. Laird, Sr., 
and was taken into the firm in 1910. 

For weeks Mr. McKeon had been planning and 
creating for the Conference. It was his pride and 
joy each season to present to industry this forerunner 
of fashion. For ten years, ever since its inception, he 
had carried the Conference practically “on his own 
back.”’ He gloried in its achievements. He threw 
all of his strength and efforts into this season’s Con- 
ference. Ten years ago he was inspired to believe that 
through cooperative effort industry could, to use his 
own phrase, “make beautiful ithngs useful and useful 
things beautiful.” 

In the preparation of this year’s Conference, Mr. 

[TURN TO PAGE 86, PLEASE] 
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Color Lifts All Fashion into Spring, 1932 


Allied Trades Conference Promotes New 


Shades, Pretty Shoes and Sandal Sun Colors 


Mental depression has lifted. 


For two days, men from all branches of the industry 
gathered in Joint Styles Conference under the 
auspices of the allied industries of leather and shoes. 
Two days significant of ‘spring ; two days of anticipa- 
tion ; two days of céllective thinking. The conference 
is a tonic to industry and it comes at the psychological 
time. Its influence will be felt through the winter. 
The shoes will be styled and made in the hopes of a 
better spring. General current of opinion is that 
a new season of pretty shoes is just around the corner 
of winter. So hurry up spring! Industry is ready 
for you! 

More retailers in attendance than at any previous 
styles conference. In the preliminary meetings, in 
which the platform of style is developed plank by 
plank, the attendance of retail dealers was also greater 
than ever before. Over 300 merchants, manufactur- 
ers and stylists spent the first day in “building-up” 
preliminary spring specifications. An attendance of 
1200 persons was estimated at the styles conference 
meeting on Friday—with an overflow filling the back 
gallery and every foot of standing space. Crowded 
aisles in the ballroom exposition of American Leathers 
indicated another high record. 
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As conferences go, this was the most practical to 
date for it gives promise of a very serious study of 
fashion trends. One caution, however, came from 
McClelland Barclay, one of America’s foremost fash- 
ion artists. He said “in straining so hard to do some- 
thing different, be careful that the color and line that 
you get is not in bad taste.” He had hoped to find a 
flash of fashion that would lift the industry into an 
enthusiasm for new beauty in footwear. As an artist 
and a layman, his observation comes in the nature 
of critical opinion. 

Conference day opened with crisp and clear 
weather, following a hot spell that was out of turn. 
Confreres present filled the room to overflowing and 
estimated attendance was 1100 persons. John J. 
Holden, acting chairman of the National Shoe Retail- 
ers Association Styles Committee opened the meeting : 
“There never was a greater opportunity for our styles 
committee to be of service to the industry as a whole, 
as at present. I feel quite sure that we have a mes- 
sage to present today to the trade, that will be a great 
help to industry and to the country at large as far as 
the shoe-wearing public is concerned.” 

He turned the meeting over to John C. McKeon, 
general chairman of the conference and chairman of 
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the National Boot and Shoe Manufacturers Associa- 
tion Style Committee. Mr. McKeon received an ova- 
tion of appreciative applause. He sounded the tom- 
tom of style by saying, “style has got to be individual- 
ized. There is an endless variety and possibilities jin 
sight of colors, materials, etc. We are here to lead 
industry into new spring—fashionable spring.” 

W. H. Barrett, chairman of the board of the Tan- 
ners’ Council of America then spoke of a “Chance 
for a Choice.” 

“We are all here at this Allied Style Conference 
with the chance for a choice open to us. In this con- 
sultation @f three industries—the Shoe Retailer, the 
Shoe Manufacturer and the Leather Manufacturer— 
there will be ideas aplenty for us to glean from, and 
materials displayed to choose from. It is a grand 
opportunity for us all—a chance to express a judg- 
ment—a chance for a choice. This is all very fine, 
and we all enjoy it, but allow me to remind you, lest we 
forget, that the whole point of our being here in 
conference is that we should so choose that the ulti- 
mate consumer of shoes at retail may have a full and 
satisfactory chance for a choice. 

“Whether it came about by trades conference or by 
chance I do not know, but I do know that had not a 
certain style with buying appeal in women’s hats been 
available at retail the hat factories of Danbury would 
not have been running day and night as they have 
been. 

“Let us see that our choices here are so wisely 
made that the buyers of shoes at retail may have a 
full, free and rich chance for a choice. And with 
shoes on their feet that they like the American 
public will be more able to step, and kick up, and 
out, of this depression.” 

McLelland Barclay (whose art studies dominate 
“Fisher Body” advertisements), said:—‘It is true 
that I have always regarded feet and legs as the 
most important parts of the appearance of any human 
being—particularly women—because I think my eyes 
are most apt to stray that way. 

Along Fifth Avenue if I see a little pekinese dog, | 
usually see heavy feet and ankles of a dowager. If 
I see a bright little terrier or Scottie I usually see a 
pretty smart girl with beautiful ankles. I’ve there- 
fore adopted the slogan: ‘By their dogs 
shall you know them.’ ” 

“T have been asked by your chair- 
man to mention something about the 
advertisements of Fisher Bodies, and 
their purposes. We try, by fine and 
beautiful appointments, to create the 
impression that these people are in the 
position to choose the best. If they 
choose the best in personal attire, 
doubtless Fisher Bodies must be the 
best—if they have chosen them, too. 
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Leather in Infinite Variety—First Spring 
Showing by American Tanners 
An industry dramatized. An encyclopedia of leather 


for shoe purposes, encompassed within the confines of 
the grand ball room of the Hotel Astor, New York, in 


forty-eight booths. This was the opening of Spring 
leathers, under the auspices of the Tanners Council of 
America, conducted in conjunction with the Joint Style 
Conference on October 8 and 9. 

Even veteran shoe manufacturers and retailers were 
surprised at the number of new finishes and new types 
of leather that the great American tanning industry has 
prepared to “give a chance for a choice” as W. H. 
Barrett, president of the Tanners Council so succinctly 
expressed it in his remarks at the opening of the style 
conference. 

Certainly among the leathers displayed during the two 
days there was a sufficient variety to entice the most 
jaded and moribund pocketbooked consumer. Interest 
in the trade was evidenced by the fact that fairly liberal 
sampling was done by both shoe manufacturers and re- 
tailers, particularly on the second day of the showing. 

For a similar showing of color one would have to go 
to the Flower Show. In addition to the official colors, 
many of the tanners presented new colors of their own 
development—colors that are destined to find their 
places as accent motifs to the official colors. The fact 
that the official color list for next Spring and Summer 
carries so many vigorous tones was, in itself, sufficient 
to make the leather display vibrant with color. 

To further bring out the practical side of the leather 
exhibit, most of the tanners had actual shoes made of 
the newer leathers and colors and many of the old 
staples as well. In fact, the leather exhibit was a shoe 
style exhibit as well. Some of the best shoe designers 
in America had contributed their work for display on 
the tanners’ tables in the booths. 
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Shoes are important fac- 
You 


“Ankles show breeding. 
tors in showing the leg or foot to advantage. 
have probably seen beautiful legs from time to time 
and say they are perfect. Girls who are exceptionally 
beautiful have come in to pose for me. I have looked 
at their exceptional legs—sometimes they are actresses, 
sometimes dancers. Beauty in ankles and legs differ 
quite radically. There is no one stamp of beauty for 
leg or foot, but this I know: Beautiful legs and feet 
can have individuality, character and beauty as well 


as faces. 


7 
Cease effort will be 


the most important thing in starting business machin- 
ery again. We are fed up with the old path, old styles 
we have seen. If something new which is beautiful as 
well as useful is created, it will have a double appeal. 
People will get useful things and people will be at- 
tracted to beautiful things. You would never send a 
salesman out looking shoddy. No, he would have to 
look better than he ever did before in order to tell his 
story. In order to have your goods go over they 
must be presented in a new form; a new line of effort 
may start them down a new path. Its time for beauty 
to lift this depression and it can if it is practical and 
interesting.” 

George Geuting and Jesse Adler, inseparable plat- 
torm twins, outlined the possibility of new styles com- 
ing into men’s shoes. (Read the “Fight for Fashions 
in Men’s Shoes” in the men’s styles report printed 
elsewhere in this issue. ) 

Miss Delmar Meyer, one lone society woman, then 
told what she is going to buy for Palm Beach, and 
after itemizing her various costumes said: “I just 
want to say that everything in good style begins with 
quality, particularly shoes. It should be the ambition 
of every woman to wear shoes of good quality and I 
expect to buy shoes from retailers who maintain their 
reputation for quality and style supremacy.” 

Miss Kathleen Howard, fashion editor of Harper's 
Bazaar, interpreted the fashions for Spring. In 
sketchy highlight, she said: 

“Black and white extremely popular. 

“Red and white to be worn a great deal.” 

“Great deal of blue.” 


Day time costumes— 
very simple white with touch of color in neckline. 
Dark jackets with white dress. Light tweed or flannel 
coats in light colors. There is a general trend toward 
simple and tailored shoes—mostly the pump. 

Pajamas—mostly in dark blue or white with knitted 
tops and the little beret. No fancy pajamas. The 
trend in pajamas is distinctly masculine. 

Trimness is the note of importance—simple but 
subtle is the watchword. 





Bright colors relieve white. 

Evening pajamas on the wane. 

Bathing suits—more and more nude—handknit—in 
one color and very decollete. 

Shoes of toeless variety and toe nails painted a 
bright red. 

Women are still burning their skin and trying to 
get their hair as close to Hollywood’s ash blondes as 
they can. At Antibes, life is more natural. The 
shoes there were more of the native type—thongs, 
sandals—flexible sole. 

[TURN TO PAGE 62, PLEASE] 





Beach costume for next season shown at Conference 
Fashion Pageant. 
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for MEN 


For the first time in the history 
of the Styles Conference meet- 
ings, a real fashion argument was 
conducted in the men’s forum. 
Here's the story as it comes hot 
from the session on the floor. It 
has a number of new ideas on 
men’s shoes worthy of a trial by 
retail shoe men for spring. 


Men's shoes stole the spotlight 
at the National Shoe Styles Conference for something 
new has come into men’s wear. The style prepa- 
ration meeting held by the Men’s Style Division of 
the National Shoe Retailers Association had a new 
vigor and vitality that made it an outstanding session 
of the conference. In attendance were more retailers 
than at any previous styles conference meeting. They 
were actuated by a feeling that now or never men’s 
shoes must make a decision and must step into the 
selling picture with something new. 

The meeting was opened with George Geuting pre- 
siding, who expressed very vigorously the need for a 
change. His remarks were applauded and were then 
supplemented by Jesse Adler’s comment on the article 
which appeared in the Boot AND SHOE REcoRDER of 
Oct. 10 by Max Sommer, criticizing the conference 
for maintaining the status quo in style and for not 
branching out with an inspiration to all men’s shoe 
men to try something new. 

The first speaker before the men’s session was Wil- 
liam Weintraub, head of Fashion Limited, who is 
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A Fight for Fashion in Shoes 





“The boys at Princeton and Yale are the outstanding starters of style 
in men’s clothing and shoes.”—Wm. Weintraub. 


probably the best-known authority in men’s wear 
today. We now take you into the style meeting and 
give you the story hot from action on the floor. 

Mr. WEINTRAvUB: “Every shoe man I have ever 
talked to has an antipathy, an actual fight against a 
new fashion because he already has a preconceived 
idea that it will be swell in New York, but in Yakima, 
Washington, I can’t sell that thing. 

“That is all wrong. People are fashion conscious 
from one end of this country to the other. When 
you get preconceived ideas on provincialisms such as 
‘we are selling one kind of a shoe in our store and we 
know it is going to be good next year’ and you allow 
that to be the governing thought, you are talking 
style out of the barrel, and style that is old and gone. 

“Let me ask you something. Where do you get 
your fashions? What decides your release of a 
forthcoming new fashion? What do you base it 
upon? I would like to have somebody in the shoe 
industry answer me where you get your new 


fashions? What decides whether that is going to 
be good or not? You are a fashion committee. 


[TURN TO PAGE 32, PLEASE] 
















SALARY vs. COMMISSION 


A Lively Debate on 


a Current Question 


in Three Parts—Part |, the Salary Side 
By MURRAY C. FRENCH 


Ladies and Gentlemen: We are now 
about to witness one of the most interesting and most 
spirited debates ever held in the interest of better 
shoe retailing. 

Its subject is: “Resolved That the Straight Salary 
Method of Paying Shoe Salesmen Is Better Than 
the Commission Plan.” 

On each side of the question we are to hear the 
opinions of many keen-minded shoe merchants from 
all parts of the country, men whose long experience 
in the shoe business has made their conclusions worthy 
of the greatest respect. 

While these men differ as to methods, it is signifi- 
cant to note that this thought continually crops up in 
all their arguments: No store can prosper unless it 
pays its salesmen enough to attract and keep high 
class men, enough so these men can live at a comfort- 
able standard, with a satisfied, loyal feeling toward 
their employers. : 


LY WAP 
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When wages fall below decent living standards, 
then the grade of selling bought by those wages also 
falls below decent selling standards. In the long 
run we get just what we’ pay for. 

Remember, we are each searching for the best 
method of paying salesmen, not necessarily the cheap- 
est. Yet we cannot forget that salaries ordinarily 
amount to half the total expense in the shoe store. 

Therefore the matter of selling economy, produc- 
tiveness, efficiency—call it what you will—becomes a 
thing of vital importance. The purpose of business, 
you know, is profit. There must be a healthy balance 
between the wage paid and the actual sales produced. 

Today we present only the affirmative side of this 
debate, quoting those who believe in straight salaries. 
Next week those favoring commissions will have the 
floor. Then in the following issue will be a full dis- 
cussion of P.M.’s, without which no debate on sala- 
ries would be complete. 
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First to take the floor today is H. W. Hahn, pres- 
ident of WM. HAHN & CO., of Washington and 
Baltimore. 


“We've tried them all,” says Mr. Hahn. 


“Straight salaries; one per cent commission on top 
of straight salaries ; graduated commissions according 
to departments, with drawing accounts; bonus sys- 
tems on fixed sales quotas for three- or six-month 
periods. We also quite recently tested one plan in 
which monthly bonuses were paid on sales quotas given 
out each month, graduated according to the expected 
volume that month. 

“And now we are back to straight salaries! We 
find that shoe salespeople of average intelligence do 
not properly appreciate or understand quota systems. 
Furthermore, they are happier under straight salaries 
as they know definitely what to plan on each week. 

“Even when drawing accounts are paid and the 
deficits never actually charged back, salesmen are still 
uneasy about their jobs and never fully satisfied about 
the amount of bonus. 

“Under the bonus system our office expense was 
considerably higher. But most important of all, 
while our salespeople are happier with straight sala- 
ries, our selling costs are very definitely less. 

“We make up for the lack of a bonus system by 
constantly watching our records and making our peo- 
ple produce. Of course we pay liberal commissions 
on accessories, and P.M.’s in the form of graduated 
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commissions on slow-moving lines of merchandise. 

“While we wish there were a better method 
than P.M.’s for moving stagnant stocks, it does 
sell them and acts in the nature of a bonus on 
sales. Sometimes we pay a special one-half or 
one per cent bonus on sales as an extra stimulus 
during December, at Easter, or on an occasional 
busy Saturday.” 


Next we hear some more very straight 
logic from D. H. MacAllister, of ARMISHAW’S, 
Portiand, Ore. His reasons for using straight 
salaries are these: 

“First, we feel we can control the policy of the 
store better by using straight salaries. It is impos- 
sible for the manager to ‘sit in’ with every customer, 
and we know from past experience that when commis- 
sions are used, many times the customers are not 
handled in the manner the store wishes. 

“Second, salaried salesmen keep the stock in better 
shape, as there is no loss to them other than a possible 
P.M. or two if they spend an hour or so a day on stock 
work, 

“Third, we contend that a salesman on commission 
often suffers unfairly through no fault of his own; 
(a) when the store does not have the wanted styles, 
colors, etc., in stock; (b) when the merchant’s adver- 
tising fails to attract customers into the store; (c) 
when business is quiet and the commission-paying 

[TURN TO PAGE 46, PLEASE] 


AND 
EVERY BODY 
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Footwear Fashions for Spring 


Report of the Joint Styles Conference, 
Hotel Astor, New York, October 8-9, 1931 


Vv WT VW 


Women's Styles 


Early Spring 
Conservative Types for General Use 
Corrective Shoes Included 


PATTERNS: 
1. Oxfords and tie effects. 
2. Straps. 


3. Pumps and step-ins. 


LASTS: Present types. 
Special attention is called to the fact that there is a 
slight change in refinement of lasts for shoes for 
general wear. This does not apply to shoes of a 
strictly orthopedic type. 


HEELS: 
10/8 to 16/8. 
MATERIALS: 
1. Kid leather. 
2. Light weight calf. 
3. Patent leather. ; 
4. Reptile, novelty and printed leathers (genuine and 
simulated), for trimmings. 
5. All-over reptiles, genuine and simulated. 
COLORS: 
1. Black. 
2. Indies and fawn brown. 
3. Admiralty blue. 
LATE SPRING 
PATTERNS: 
1. Tie effects and oxfords. 
2. Straps. 
3. Pumps and step-ins. 
LASTS: 
Present types. 
HEELS: 
10/8 to 16/8. 
MATERIALS: 


1. Kid and light weight calf. 
2. Fabrics in combination with leathers. 
3. Reptiles and novelties in combination with smooth 


leathers. 
COLORS: 
1. Black. 
2. White. 
3. Beige. 
4. Brown. 
5. Blue. 


Note: Attention is called to the importance of white as the 
season progresses. 
Active Sports (Also town and country) 
JANUARY TO JUNE 
PATTERNS: ‘ 
1. Oxfords: 
(a) Moccasins and moccasin effects. 
(b) Brogue and saddle effects. 
2. Prince of Wales effects. 
3. Kiltie tongue effects. 
Note: Attention is called to the fact that a considerable 
number of the above patterns will be unlined. 
Note: Attention is called to the fact that there are many 
novelty laces of various kinds with fancy tips to be used in 
these oxfords. 
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LASTS: 
Present type. 
HEELS: 
8/8 to 12/8. 
MATERIALS: 
. Elk-finished leathers and calf. 
Buck and calf combination. 
Buckskin all over. 
All-over boarded and grain calf and elk in com- 
bination. 
Woven mesh fabric to be used in combination with 
all the above leathers. 
Note: Attention is directed to pigskin and other grain leathers 
in white, beige, brown and other colors. 
Note: Perforation effects appropriately used regardless of 
type are very important. 


wo eh 


COLORS: 
1. Beige and brown. 
2. White with brown. 
3. White with black. 
4. All-over white. 
5. White with beige. 
6. Two shades of beige. 
7. All-over tan or brown. 


Note: In the lower grades in some sections white with 


black predominates. : ; 
Note: Attention is called to the twine chamois and faun 
brown colors in buckskin and heavy suedes for combinations. 


For Spectator Sports Wear 
Including Tailored Town Types 


J EARLY SPRING 
PATTERNS: 
1. Oxfords. 
2. Trimmed pumps and step-ins. 
3. One and two-eyelet ties, with and without tongues. 
4. Straps. 
LASTS: 
Present types with a tendency to a modified round toe. 


HEELS: 
12/8 to 18/8. The Cuban heel for this type of footwear 
is correct. 
Note: There is an increasing interest in the Continental 
Cuban heel in all heights. 


MATERIALS: 
1. Calf and kid. 
1. Novelties and reptiles (all-over or in combination 
with the above). 
3. Patent, plain or combination (patent with panels of 
light gray, twine, or faun-brown suede high style 
models). 


COLORS: 
1. Black. 
2. Brown (Indies, swagger and some faun-brown). 
3. Admiralty (blue). 
Note: Beige is limited only. 
Note: Black, brown and blue, with touches of white or 
light leather, are important. 
[TURN TO PAGE 24, PLEASE] 
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We WOULDAT 
THINK OF IT 


THE FLORSHEIM SHOE has always been a quality product. 

The Florsheim policy has been to develop smarter styles, 
to buy better material, to build with greater care—to 
gain the confidence of the public. 









































~+ The past year has seen many changes in man- 
ufacturing, in buying, in selling. In many 
cases prices have been lowered to meet 
competition, often resulting in reduced 
quality. 

+ The Florsheim Shoe for 
many years maintained a price 
range of $10 to $12, the 
lowest consistent with 
Florsheim quality. Now, 


because of lowered 
cost of labor and 
materials, the prices 


are $9 and $10. 


The Florsheim Shoe 
is a quality product. 


Sn Stock 


The PRINCETON 


§-288,in black - $-289,in tan Smarter in style, of bet- 
ter materials, more care- 
fully built than ever before... 


We too, might have chosen to 


Most Styles Retail at 


ue) and 5] O 


The 
FLORSHEIM 


meet competition by lowering our 
standards... but we wouldn’t think of it. 








THE FLORSHEIM SHOE COMPANY 
Manufacturers Chicago 
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8984 Representative|E 


CALIFORNIA 


D. A. Marsh, 

Assistant General Manager, 
Innes Shoe Company 

Los Angeles, California 





Writes: 


“After modelling the Silhouette Gaytees in our store, we were astonished at the ease 
with which the Silhouette can be fitted and removed from the shoe. The tailored 
effect of the Silhouette on the foot, in our opinion, far surpasses any other form of 
rubber foot covering on the market. 


“It is our belief that your Silhouette Gaytees will quickly create a 
popular demand. As you no doubt have noted, we have placed the 


majority of our rubber footwear order on this item.” 4 











INNES SHOE COMPANY 
(Signed) D. A. Marsh, 
Ass’t General Manager 







The Silhouette has no snaps, no buckles, no fasteners! 
Just one quick pull and this Caytees style is on—or off! 






Gaytees—the tailored Over 
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| Retailers Enthusiastically 
Endorse the New 


Gaytees! 


WHY? 


BEC AUSE ] They know this new Gaytees style represents the greatest 


advance in protective footwear design in recent years, and 
that no other style approaches its advantages of fit, appear- 
ance and ease of application and removal. 


j BEC AUSE 2 They know that no other style has had such quick nation- 


wide approval. When this new Gaytees style was first being 
introduced fifteen thousand women tried it on and twelve 
women—only twelve—said they didn’t like it. 


BEC AUSE 3 This new Gaytees style is backed by intelligent style adver- 


tising—through national magazines, newspapers and radio 
with contributing style promotional literature and display 
material to create interest in the retail store—the point 
of sale. 


Gaytees—the tailored Overshoe 
Approved by Paris 





made only by 


Se 
United States (US) Rubber Company 


Ltaoe wi 





shoe—Approved by Paris 
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LATE SPRING 

MAT . RIALS: 
White leathers aione or in combination with Indies 
or swagger brown, black or dark blue or beige. 
White fabrics, plain or trimmed with leathers. 
All-over elk, finished leathers, boarded calf, buck and 
suede. 

4. Honey beige alligator and novelty embossed leathers: 

Not.: Attention ts directed to seamless shoes, unlined or 
made to appear unlined in the Spectator category. Elk and 
heavier sports type calf is used for unlined shoes. Lighter 
weights in the new sun colors are made with kid linings, flesh 
side out, to give an unlined look and prevent crocking on the 
stockings. 

Note: Attention is directed to high style models for Spec- 
tator wear, in white leather or fabric with trimmings of the 
new sun colors, plain or in novelty embossed leathers in Hi-Li 
red, Cabana green, Biscay blue, Tropic yellow, and Orange 
glow, also Spectator sports shoes in all-over sun rust or white 
trimmed with sun rust (limited). 


wh 


Types for Afternoon Wear 
EARLY SEASON 


PATTERNS: 
1. Pumps (trimmed and plain) and step-ins. 
2. Light strap effects. 


3. Dainty oxfords. 
4. Sandal effects. 
Note: The importance of sandals for winter resort wear 
will be a feature of the early season selling. 


LASTS: 


Present types. 
For sandals a wider, rounder toe is necessary. 


HEELS: 
14/8 to 20/8. 
Note: Attention is called to the fact that there is a tenden- 
cy toward slightly lower heels. 


MATERIALS: 
1. Kid (plain or trimmed). 
2. Fabrics. 
3. Patent leather combined with black or sharp con- 
trasts. 
COLORS: 
1. Black. 
2. Brown. 
3. Blue. 
4. Sea Sand in combination with other leathers (lim- 
ited). 


Note: Gray is a high style note in apparel, but dark shoes 
are smarter to give contrast than the matching gray shoe. 
Attention is directed to pastel gray, twine, faun-brown, and 
shell suede panels with dark leathers for high style afternoon 
shoes. 


Types for Afternoon Wear 
Including Formal Sports Wear 
LATE SPRING 
Corresponds with Winter Resort Fashions 


PATTERNS: 
1. Sandal effects (straps, pumps and ties). 
2. Pumps, trimmed pumps and stép-ins. 
3. Light strap effects. 


4. Dainty oxfords. 
MATERIALS: 

1. Fabrics. 

2. Kid, calf and novelties in combination. 
COLORS: 

1. White. . 


2. Sun colors and pastels alone or with white. 
3. White with color combinations. 

Note: Attention is directed to sandals and sun colors— 
Cabana green, Hi-Li red, Orange glow, Sun rust, Tropic 
yellow, Biscay blue. 

4. Shell and sea sand. 


Footwear Fashions for Spring 


[CONTINUED FROM PAGE 20] 


and rounder toe lasts on this formal sports shoe which in 
summer takes the place of afternoon shoes. 
4. Patent leather in sandal patterns. 


Evening Slippers 
PATTE RNS: 
1. Sandal effects (pumps, straps and ties). 
2. Pumps (plain and trimmed). 


LASTS: 
Present types. 


HEELS: 
15/8 and up. 
MATERIALS: 
1. Dyeable materials. 
2. Black fabrics (gold or silver kid trim). 
3. Multi-colored brocades. : 
4. Kid suede piping, dyeable doeskin with gold or silver 
(extremely high style note). 
Note: Attention is called to very open pyjama sandals in 
the evening category, made with lower heels. 


Women’s Volume Footwear 


L. A. SHEA, Chairman 


FOR BUYERS AND DISTRIBUTORS OF SHOES 
RETAILING UP TO FIVE DOLLARS 
Conservative Types for General Use 
Corrective Shoes Included 


PATTERNS: 

1. Oxfords and tie effects. 

2. Straps. f 

3. Pumps and step-ins (limited). 
LASTS: 


Special attention is called to the fact that there is a 
slight change in refinement of lasts for shoes for 
general wear. This does not apply to shoes of a 
strictly orthopedic type. 
HEELS: 
10/8 to 16/8. 
MATERIALS: 
1. Kid and light weight calf. 
2. Patent leather. 
3. Reptile, novelty and printed leathers for trimmings. 


COLORS: 
1. Black. 
2. Browns. 


3. Beige tones limited in early selling. 


Late Spring 


PATTERNS: 
1. Straps. 
2. Open tie effects and oxfords. 
3. Pumps and step-ins (limited). 


LASTS: 
Same as early spring. 


HEELS: 
10/8 to 16/8. 


MATERIALS: 

1. Kid and light weight calf. 

2. Patent. 

3. Reptiles and novelty grains in combination with 
smooth leathers. 

4. Fabrics (limited). 


COLORS: 
1. Black. 
2. Browns. 
3. Beige. 
4. White. 


Nore: Attention is called to the importance of white as 





Nore: Attention is directed to the new spike Cuban heel 
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GEORGIA 


W. L. Lowe 

Manager and Buyer 

Ladies’ Shoe Department 
George Muse Clothing Company 
Atlanta, Georgia 


writes: 





“We consider your Silhouette Gaytees, with no buckles, no fasteners, no snaps, 
to be a vast improvement over galoshes of the past, and we are glad to tell you 
that they are being enthusiastically received by the smart women of Atlanta. 


“We find that Silhouette Gaytees fit perfectly and that they are very easy to put 
on and take off. 


“Let us congratulate you upon them! 
GEORGE MUSE CLOTHING COMPANY 
(Signed) W. L. Lowe 
Manager and Buyer 
Ladies’ Shoe Department 










The Silhouette has no 


Gaytees—the tailored Overshoe snaps, no, buckley no 
Approved by Paris ll gp Pas Sy 


—or of! 


Made Only by 
United States ay Rubber Company 


Gaytees—the tailored Overshoe—Approved by Paris 








Boot AND SHOP RECORDER 
combining THE SHOE RETAILER, Oct. 17, 1931 











Active Sports 
(Also Town and Country) 


JANUARY TO JUNE 


(In volume merchandise this type of footwear is used princi- 
pally for general wear.) 


PATTERNS: 
1. Oxfords. 
(a) Moccasin effects. 
(b) Brogues and saddle effects. 
2. Prince of Wales effects. 
3. Kiltie tongue effects. 
Note: Attention is called to the fact that some of the above 
patterns will be unlined. 


LASTS: 
A definite tendency to more refined toes. 


HEELS: 
7/8 to 12/8, with tendency toward higher heels. 


MATERIALS: 
1. Elk finish leathers. 
2: Cat. 
3. Buck finish leathers in combination. 
Note: Attention is directed to novelty leathers to be used 
an combination with others. 
Note: Perforation effects appropriately used, regardless of 
type, are very important. 


COLORS: 
1. Beige in combination with other colors. 
2. White with black. 
3. White with brown. 
4. All-over white. 
5. All-over tan or brown. 


For Spectator Sports Wear 
Including Tailored Town Types 
EARLY SPRING 
PATTERNS: 
1. Oxfords and tie effects. 
2. Trimmed pump effects. 
3. Straps. 
LASTS: 
Present types. 
HEELS: 
12/8 to 18/8. The Cuban or Continental heel for this 
type of footwear is correct. 


MATERIALS: 
1. Calf and kid. 
2. Novelty grains. 


COL Na 
Black trimmed, underlayed or perforated. 
2 3rowns—new shades. 
3. Admiralty blue, limited. 


Note: Beige is limited only. 


Spectator Sports and Tailored Town for 


Late Spring 
MATERIALS: 
1. White leathers alone or in combination with browns, 
black, dark blue or beige. 
2. White or natural fabrics, plain or trimmed with 
leathers. 
3. All-over elk, boarded calf and buck effects. 


TYPES FOR AFTERNOON EARLY SEASON 


Spectator Sports Wear 
PATTERNS: 
Pumps, trimmed and plain, and step-ins. 
2. Light strap effects. 
3. Dainty tie effects. 
4. Sandals. 

Note: The importance of sandals for winter resort and 
southern wear will be a feature of the early season selling. 
HEELS: 

Present types. : 

Nore: For sandals, a rounder, wider toe is recommended. 
HEELS: 

14/8 to 20/8. 

Note: Attention is called to the fact that there is a 
tendency toward slightly lower heels. 


MATERIALS: 
1. Kid, plain or trimmed. 


trasts. 
3. Fabrics. 
COLORS: 
1. Black. 
2. Brown. . 
3. Beige tones in combination with other colors (lim- 
ited) 


Types for Afternoon and Formal Wear 
Corresponds with Winter Resort Fashions 


LATE SPRING 
PATTERNS: 
1. Sandal effects (straps, pumps and ties). 
2. Pumps, trimmed pumps and step-ins. 
3. Light strap effects. 
4. Dainty oxfords. 


MATERIALS: 
1. Kid, calf and novelties in combination. 
2. Fabrics, 
COLORS: 
1. White and white with colored trimmings. 
2. Black. 


3. Beiges and pastel colors alone or with white. 
Note: Attention is directed to sandals with Sun colors— 
Cabana green, Hi-Li red, Orange glow, Sun rust, Tropic 
. yellow, Biscay blue. 


Evening Slippers 
PATTERNS: 
1. Sandal effects, pumps, straps and ties. 
2. Pumps, plain and trimmed. 


LASTS: 
Present types. 
HEELS: 
15/8 and up. 
MATERIALS: 
Dyeable materials. 
2. Multi-colored brocades. p 
3. Black fabrics, gold or silver kid trimmed. 
Note: Attention is called to very open pyjama sandals in 
the evening category, made with lower heels. 








Men's Style Committee 


GEORGE GEUTING, Chairman 


Your Men’s Committee in preparing the style recommenda- 
tions for the spring and summer of 1932, has been activated 
by the pressing need of a new attitude toward the men’s shoe 
business, and therefore is going into a new departure in 
presenting this style report. It will be of more interest than 
any report we have made to you in the past. 







JESSE ADLER, Vice-Chairman 


We have been fortunate in securing splendid cooperation 
from experts on men’s fashion in the entire field of men’s 
clothing—from the National Clothiers & Furnishers Associa- 
tion, and from very eminent observers and fashion experts who 
gave us enlightening commentaries on coming fashions. 

The committee feels that in dealing in generalities of fash- 
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MASSACHUSETTS 


Thomas B. Meath, Manager 
Queen Quality Boot Shop 
Boston, Massachusetts 


writes: 





“The ‘Silhouette’ Gaytees injects something new and chic into the overshoe field. 
This shoe instantly appeals to well-dressed women—gives every protection and 
fits snugly to the foot, having a stylish slenderizing effect. 


“We believe this ‘Silhouette’ Gaytees will be an important item in the merchan- 
dising of overshoes—it is practical as well as stylish.” 


QUEEN QUALITY BOOT SHOP 
(Signed) Thomas B. Meath 
Manager 
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ton which we must necessarily do in preparing a chart which 
will be safe, there are points of information that you as 
merchants already know. Why should we discuss matters that 
you know best as regards style, your locality and your indi- 
vidual business ? 

We have determined that the Men’s Style Committee shall 
be a clearing house, a testing laboratory, to bring to your 
attention new ideas, new trends, though they may be most 
radical, for you to apply to your own business, according to 
your best judgment and your interpretation. At this style 
conference we have received the expert opinion of fashion 
observers who have brought to our attention certain vital 
facts that you should know for the information of your 
customers and for the foundation of the fashion appeal which 
your store or factory will make for the coming season. 

We know definitely that linen suits will be wor at least by 
five times 4s many men this coming summer as in past seasons. 
These suits will be worn in all centers and for all types of 
wear—business, dress, lounge, sport. Sixty per cent will be 
double breasted suits; the balance single breasted. Obviously 
the double breasted is neater and better shape holding. Such 
clothing will be in natural linens, white linen and perhaps a 
material called Seersucker. What does this information mean 
to you retailers? Necessarily for proper dressing this type 
of clothing must be worn with the summer type of shoe: 
the so-called summer weight, the flexible lightweight type, 
combinations of all sorts. Naturally, this must increase the 
tan sales, for nothing would look so bad as a black shoe with 
this ensemble. We suggest that reiailers prepare for a hook- 
up in displays and windows with this type of suit to show 
sport shoes and help sell this idea. 

For your information we have learned that as to woolen 
clothing, gray will predominate. Next in volume will come 
blue-gray, and next will be brown. Following will be blue 
and other colors but in smaller quantities. There will be no 
particular change as to the cut of men’s clothes. An impor- 











tant shoe style factor, the trouser bottom, will remain ap- 
proximately the same. 

In haberdasheries, blue will predominate in shirtings and 
in neck wear; gray is next and then brown with white pre- 
dominating as a secondary color. These may seem like 
extraneous details, but we know that we should mention them 
as they all have a direct bearing on shoe sales. 

In regard to the discussion of shoes and their tendencies, 
there does not seem to be any radical change as to last or 
pattern, except that toes will become slightly narrower in all 
grades and types in the so-called custom-type, and that there is 
a tendency towards an increase. Many more simpler and neater 
effects in‘stitchings and types are all in keeping with the lighter 
clothes that will be worn in the coming season. 

All information that your committee could gather from 
authentic sources point definitely to the greatest sport season 
we have-ever had and will start early. We, therefore, reiter- 
ate this outstanding fashion note. Other thoughts were put 
into the picture for your consideration. All brown buck or 
like material, all white shoes will be stronger. There was a 
debate as to ‘which would be the strongest—the tan and white 
or the black and white. Grade influences this. Colleges show 
us that right now and for early spring there is considerable 
call for heavy shaggy material in clothing—calling for like 
materials of grain and boarded family. 

Your committee on men’s shoe styles desires to become a 
testing laboratory and a clearing house of style ideas that the 
men’s shoe business as a whole may profit, and we urge all 
that are interested that they should send in constructive criti- 
cism as to the findings of this committee, as well as informa- 
ion which will lend strength to the recommendation which 
we desire to make for the benefit of us all in the future. 

This committee feels that it is giving you one definite 
thought for you to act upon and very necessary to stimulate 
your individual business and the business as a whole—THE 
BIG COMING SPORT SHOE SEASON. 





Juvenile Styles 


CLYDE K. TAYLOR, Chairman 


MAURICE J. YOSKIN, Vice-Chairman 


PREFACE 


This Committee has long stressed the fact that the chil- 
dren’s shoe department has not received the, thought and 
attention it deserves, both from the standpoint of building 
profits and building future clientele. 

This year, more than ever before, this fact should be in 
the mind of every merchant who handles children’s shoes. 
The opportunity is here. The right merchandise will enable 
you to grasp that opportunity. 

New customs, new manners have thrown into the discard 
the old adage, “Children must be seen, not heard.” Today 
the youngster has his, or more insistently, her voice in nearly 
everything that concerns herself. This is particularly true of 
her apparel—and mostly her insistence is to have clothes 
and shoes “like mother’s.” Leathers, patterns, heel heights 
that approach these as nearly as consistent with juvenile 
requirements are the important factors in getting sales sup- 
port from the child. Therefore, accent style in children’s 
shoes more strongly than ever before. 

In considering the style suggestions in the report below, 
bear in mind that recent experience shows that the selling 
of strictly summer footwear, such as whites, barefoot sandals, 
tennis goods, beach sandals, and so forth, begins quite early, 
May 1 in most localities. To this end the Committee recom- 
mends that stocks of strictly spring shoes be kept liquid after 
Easter so that proper preparation may be made for the great 
outdoor, summer selling season. 

Note: The Committee is gratified to note that the follow- 
ing size schedule has been universally accepted and is now 


in force. This holds true of rubber footwear, house slippers, 
and shoe trees. 
NI eos ch oie ni gae iw atob atomieioinic's Sizes; 2. ..to-.5 
NE a eS ir ig) Os ae gre re Sizes 5% to 8 
NOI ows ae ocho: i on cab ews Hon ated Se Sizes 8% to 12 
eS RE er ere ne Pre rie Sizes 12% to 3 
Misses’ (heels up to 8/8)............ Sizes 3% to 7 
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Modern Misses’ (heels up to 12/8).... Sizes 3% to 9 
WRMIOE MONE 4.6 Sores bos hh oles ee twas Sizes 9 to 2 
EON eo pews ah noca tera sutbrare esate Siw she Sizes 2% to 6 
IOUS. we. cece he cane eto as noe Sizes 6% to 6 


For School and Sports Wear 


For Children (Up to Size 12) 
And Junior Misses (Sizes 12% to 3) 
PATTERNS: 
1. Oxfords (including moccasin types) in plain 
and shield tip effects (soft toe box preferable). 
2. Barefoot sandals. 
3. Ghillie ties. 
Note: The season’s outstanding shoe will be the new 
Ghillie tie. This can be bought in lined or unlined, in combina- 
tions or solid effects. 


LEATHERS: 
Quality Group 
1. Tan elk finish. 
2. Light, medium and dark smoke shades. 
3. Two-tone shades, including trimmed white shoes. 
4. White leathers. 


Volume Group 
1. Tan elk finish type leathers. 
2. Light, medium and dark smoke shades. 
3. Two-tone elk finish shades. 
4. Black calf or side leather. 

Note: Flexible soles are the only soles to use in this group, 
as they promote barefoot fredom, so essential for growing 
feet and yet give greater service. 

For Misses (Sizes 3% to 7) 
(The “Growing Girl’) 
For School and Sports Wear 
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“the snug and neat fit at the ankles” 
















MICHIGAN 


Warren C. Thompson 
The J. L. Hudson Company 
Detroit, Michigan 


writes, 





of the New Gaytees Style: 


‘“*A very pleasing pattern and one which so many women will appreciate 
because of their light weight, also the ease and quickness with which 
they can be put on or taken off, and especially their most important fea- 
ture, the snug and neat fit at the ankles.” 





J. L. HUDSON COMPANY 
(Signed) Warren C. Thompson 
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(Continuation of the Junior Misses’ Patterns and Leathers 
up to Size 7, with heels not to exceed 8/8ths) 
For Dress Occasions 
For Children (Up to Size 12) 
For Junior Misses (Sizes 12% to 3) 


PATTERNS: 
1. Straps. 
2. Dressy sandal types. 
3. Gored pump effects, plain or bow-trimmed. 


LEATHERS: 
Quality Group 
1. Patent leather. 
2. White leathers and white fabrics. | 
3. Colored leathers with the newer trims. 


Volume Group 
1. Patent leather. 
2. White leathers and fabrics. 
3. Colored leathers, fancy trimmed. 

Note: The more decorative patterns and colorful treatment 
of shoes are likely to be more in evidence in the volume than 
in the quality group. 

For the Miss (Sizes 3% to 7) 
For Dress Occasions 
(Continuation of the Junior Misses’ Patterns and Leathers 
up to Size 7, with heels not to exceed 8/8ths) 


Modern Miss 


Every year further stresses the fact that children from 
eight years up insist upon the importance of style in the shoes 
with which they are fitted. “Shoes like mother’s,” heels of 
too great height and modified toes, are points of conflict be- 
tween parent and child and in 75 per cent of the cases the 
child wins. 

To meet this condition, we recommend styled shoes and 
heel heights up to 12/8ths, and toes somewhat modified, but 
to restrain so far as possible the trend in this direction when 
it is opposed to the foot health of the younger child. 

There may be even a separate department for this girl, 
with a modern atmosphere, giving her the opportunity to pur- 
chase shoes in these advance styles. 











In a general way, patterns and leathers in this class will 
follow, the patterns and leathers in women’s shoes as set 
forth in the women’s section of this report. There will be 
some modifications, making the shoes more consistent for 
juvenile wear, while recognizing and not opposing the young 
modern idea. 

Identify this department as Modern Miss, the Sorority, 
Sub-Deb, or some distinctive or descriptive name that appeals 


to you. 
REMEMBER: 
CHECK BACK ON YOUR WOMEN’S REPORT FOR 
STYLES AND LEATHERS FOR THE 
MODERN MISS 


Junior Boys and Boys 
Junior Boys (Sizes up to 2) 
Boys (Sizes 2% to 6) 
Big Boys (Sizes 6% to 8) 


FOR SCHOOL AND SPORTS WEAR 


PATTERNS: 

1. Oxfords and moccasin types. 

2. Sport types with wing tips and saddle effects. 
LEATHERS: 


1. Elk finish and boarded leathers, 
2. Two-tone combinations. 


3. Black. oe 

4. White with black or brown trimmings. 
SOLES 

1. Leather. 

2. Rubber. 


For Dress Occasions 


Sport shoes of the dressier type being generally worn even 
on dress occasions in the summer, the black and white and 
brown and white, leather soles, may be considered, along with 
your patent leather of black calf oxford, in the dress class. 

Note: It is suggested that presentation of sport and sum- 
mer dress patterns be made early, preferably immediately after 
Easter, in order to extend the season for these types. 

















Free Shoes Every 


Saturday, Night 


Up in Wisconsin there’s a shoe 
store in a lively trading center that 
gives away a pair of shoes every 
Saturday night and finds it very 
much worth while as a trade-build- 
ing feature. The plan has been in 
use a year, which is certainly long 
enough to prove its merit. 

This store is in a town where Sat- 
urday night is a big trading night, 
and in this store it is THE BIG 
NIGHT and there is always a crowd 
in thesstore. Here is why. 

Every customer who buys a pair 
of shoes during the week is given a 
numbered ticket. The numbered 
stub to match the ticket is placed in 
a box. Saturday night at closing 
time some person from the crowd 
in the store is blindfolded and draws 
a number from the box. The person 
holding that ticket is given a pair 
of shoes free. If no one in the store 
has the number that is drawn then 
another number is taken from the 
box and so on until the shoes are 
claimed. _This makes it necessary 





for ticket holders to be present and 
insures a crowd. 

During sales several pairs are 
given away and the stunt never fails 
to bring a crowd. It may sound 
expensive, but it is asserted to be 
worth all it costs by the store that is 
using the idea. 


How Is Your Mailing 
List ? 

With the fall season just ahead 
it is time to bring your mailing list 
up to date. Perhaps you think we’ve 
repeated this suggestion too often, 
but 75 per cent of the stores using 
a mailing list don’t follow the sug- 
gestion as often as they should. Dead 
names on a list mean money thrown 
away every time it is used! 

We recently talked to a merchant 
who thought he had his problem 
solved by merely addressing his 
mailings to the box numbers in the 
post office and on his rural route. 
You can’t get a personal message to 
a customer by addressing a box num- 
ber. If a mailing list is worth any- 
thing, it is worth keeping up well. 
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This ls Good Advertising 


Have you noticed the recent ad- 
vertising of Buick automobiles, ad- 
dressed to the younger generation? 
The advertiser explains that they 
are building for the future—building 
another generation of Buick own- 
ers. 

This is a ‘good plan for any mer- 
chant to follow. Some time ago we 
saw an interesting series of shoe 
ads used by a west coast merchant, 
all of which were addressed to chil- 
dren, or which concerned children. 
One ad, for instance, was headed 
“Let The Boy Choose His Own 
Shoes,” and emphasized that chil- 
dren could safely shop alone at the 
store. : 

When you cater to children, make 
them like you and your store, and 
want to buy their shoes from you, 
then you are building a future gen- 
eration of shoe customers that will 
be hard to take away from you. 

There never was a time when the 
children’s shoe business was more 
important than it is today, or more 
worth cultivating. Merchants who 
advertise will profit in proportion. 
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=—“both practical and smart”’— 


MINNESOTA 


J. Langley 
The Golden Rule 
St. Paul, Minnesota 


writes: 


‘“‘We have given this new pull-over type ‘Silhouette Gaytees’ a thorough fitting 
test in our Department, and find they do fit perfectly, pull on and off easily, 
and are certainly good looking. 

“It is my experience this new style Gaytees which has no snaps, no buckles, 
and no fasteners, is both practical and smart, and will appeal to the majority 


of women.”’ , 
THE GOLDEN RULE 


(Signed) J. Langley 


Gaytees—the tailored Overshoe PN 


Approved by Paris pon = Boo ay ge 
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There must be an answer to that. Why the new 
style? Where does it come from? Does some in- 
genious manufacturer who is a graduate shoe- 
maker, who no longer speaks Norwégian as it was 
spoken, or breaks it up a little bit, is he the fellow 
that decides whether it is going to be a new fashion 
or not?” 

Mr. Apter: “I think I can answer it. I think what 
decides fashions in the shoe business is ultimately the 
consumer.” 

Mr. WerntRAvB: “What consumer ?” 

Mr. Apier: “The man that comes into the retail 
store and buys the shoe, he decides on what will be 
fashion; but the retailer brings out styles that they 
feel there is a call for, and improves these styles and 
adds a little narrower toe or higher heel or a few 
more punchings or a certain amount of plainness. 
Then it goes to the manufacturer, who having the 
call from the retailer, sees how he can improve it ; and 
then it goes to the last man, who makes the wood 
that they are made over.” 

Mr. WeintRAvB: “Where do they get their ideas? 
What I mean, where originally did that idea come 
from? That is what you ought to be interested in, 
- the beginning of it.” 

Mr. Apter: “Originality seems to be taking some- 
thing old and changing it around and making it differ- 
ent. That is what it seems to be in the shoe business.” 

Mr. WEINTRAUB: “We in the men’s clothing busi- 
ness are much further behind than most industries, as 
far as an understanding or an application of fashion 
is concerned, and we are further behind for this rea- 
son, that there is a basic fight against the new fashion 
because of failure to understand. Fashion in men’s 
apparel comes identically in the same way as yours 
comes, but no one yet in,the shoe industry has done 
the groundwork to find that out. 

“For instance, five years ago at Princeton I saw the 
start of white buckskin shoes with black soles and 
heels, and for four and a half years I beat a path into 
every shoe store of any consequence in this country, 
trying to find that shoe, and they didn’t have it until 
the demand became so big it was finally forced upon 
them. Only within the last season were you able to 
find it in more than all the average stores, where it 
should have been for the last four or five years, where 
it should have been promoted and a new one similarly 
developed by now. 

“Now, fashion comes in men’s apparel and in shoes 
from society, from the people on the uppermost rungs 
of the social scheme of things, prominent socially, 
financially, or in the sports wear, and what they wear 
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A Fight For Fashion 


[CONTINUED FROM PAGE 17] 






the fellow one step below them imitates and apes in 
his apparel. In other words, it is a matter of keeping 
up with the Joneses. Now, that is not a cartoon 
thought or a cartoon phrase ; that is an actual phase of 
American life. We are all climbers, we are all aping 
the fellow that has more money than we have; and 
these boys at Princeton and Yale—I mention those 
two places specifically because they are outstanding 
and the starters of most of men’s fashions. They start 
these new fashions by their election and by their selec- 
tion, and that should be where your information 
should come from. Also what men in Wall Street are 
wearing (what is made for them by custom shoe- 
makers) is important to the shoe industry of America 
if it is released fast enough and authentically enough. 

“T think you have generalized too much on style in 
the shoe trade. I think you have used information 
that is old and ancient. 

“This brown suede shoe that all you men have 
been fighting, that you won’t sell, and that can’t 
be sold, I will take any group of them to the United 
Hunts that will be held this month, and if in the 
Turf and Field Club you won’t see sixty pairs of 
brown suede shoes, well, I’ll just eat every word 
I have uttered. That is going to remain a class 
fashion until such time as you men broadcast 
authentically enough to make it a volume fashion. 
Then it is going out of the picture. 

“In the men’s field we are more and more learning 
this, that no manufacturer and no retailer, regardless 
of how big he is, is big enough to create a fashion or 
start one. The fashion starts with the classes, and 
more and more are men’s manufacturers and men’s 
retailers covering every social event that occurs in this 
country as reporters, as they do in the women’s field, 
to clock, check, to give authentic information, and to 
buy, based upon that information what they know 
is destined to be right. 

“I can tell you what I think—not my personal 
opinion, but what I know, based upon checks and 
observations, is going to be good in men’s clothing. 

“They are going to sell more linen clothing this 
coming year in this country, white linen clothing, 
than in the last five years put together; and of 
that linen clothing about 60 per cent of it will be 
double-breasteds and 40 per cent of it will be 
single-breasteds. It is going to be worn here in 
New York for business. They started it just this 
year. It has been coming, and it is a sensible suit. 
They had a hot season to make it still bigger, and 
it is going to be very, very big. 

“Plaids in suits are a high fashion that is going 
to stay a high fashion for this reason, that to make 
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MISSOURI 


Ben F. Smith 

Manager and Buyer 
Shoe Departmenis 
Jones Stores Company 
Kansas City, Mo. 


writes: 


“The ‘Silhouette’ meets the demand for something new and stylish in 
the Gaytees line for fall and winter. The success we have had with this 
number proves beyond a doubt it will be popular and profitable for any 


merchant to feature this fall and winter.”’ 
JONES STORES COMPANY 
(Signed) Ben F. Smith 
Manager and Buyer 
Shoe Departments 
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a Glen Urquhart suit probably the pattern has to be 
matched, and an ordinary cheap line of clothing to 
retail at a popular price cannot make a Glen Urchid 
suit of clothes successfully ; and that is going to stay 
at the top of the heap as a very important pattern of 
high fashion consonance. 

“Glen Urquhart is about the most difficult thing to 
describe. It gets its name because it is a Scotch pat- 
tern that is much older, well, as old as civilization 
virtually, because it is a tribal design that denotes a 
certain blend or a certain tribe in Scotland, and it is 
virtually impossible to describe. It is a big, bold series 
of lines, and so on. You remember the old shepherd 
checks, the little black and white shepherd checks, well, 
they are coming back in men’s clothing; they are 
going to be good this Spring. 

“Gray is going to dominate the men’s field. It is 
going to be followed by blue grays and by brown, 
as far as colors are concerned. 

“T think that there are several new shoe styles on 
the way. I may not be correct in my explanation of 
the technical part of the thing, but the old wide wing- 
tipped shoe is pretty nearly on the way out. They 
are taking that same thought into a new brogued 
effect on the toe, that is, a perforated toe, plain straight 
last, a perforation around the top; and that is all 
there is to the design of the shoe. 

“I think that the white buckskin shoe with the 
black sole and heel, in leather, plain tip, without the 
saddle, will be popular. All white will be a still 
bigger shoe than it was this past Spring and this 
past Summer. I don’t think it has been properly 
exploited or promoted at all yet. 

“The brown and white combination last is coming 
back very strong. The black and white is not impor- 
tant at all. I am giving you not my personal ideas; 
I am giving you my observations from Newport, from 
Southampton, and all the other places that we have 
attended. 

“In dress shoes I have noticed that most of the 
smart, well-dressed men that you see at the Casino 
and at most of the summer formal functions have 
taken to the Cuban heel, but higher than the cur- 
rent heel, with a very high instep, giving plenty of 
toe to the front of the shoe and length of vamp. 

“The brown buckskin I still know is very definitely 
smart and very important. The really very smart one 
is the one with the blucher front, that is, the one 
that opens up; and I noticed a great number of men, 
an increasing number, at the United Hunts are wear- 
ing that with a very heavy crepe sole and heel, all 
brown buck. The blucher is without the tip, just that 
break across the front, no perforation. 

“I notice at the country clubs around New York 
that a number of men have taken to this brown 


sueded shoe in a double way, that is, they wear a 
pair of street shoes to the course, to the club house, 





and change into another pair of brown suedes that 
are made for playing golf that have no eyelets or 
laces in front, but that has a strapover that is 
used with a buckle.” 

CuHairMAN GEuTING: “What we call a Friar 
patterns.” 

Mr. WEINTRAUB: “Yes, with a crepe sole and heel. 
The dark brown shade of leather that so far has been 
in only too few stores is still the thing that smart 
English bootmakers are making and still the thing 
that smart Americans buying shoes abroad are wear- 
ing in this country, that has never been brought out 
at popular prices. 

“I agree with the gentleman who said he didn’t 
think style ought be broken up as to price levels. I 
think that fashion is as important at $4 as it is at $8 
or $10, and I think the mistake is to ignore it in those 
popular-price ranges. 

“Mr. Gutterman here has a chain of popular-price, 
volume selling shirt shops, and I assure you that he is 
more aggressive and more eager for high fashion at 
popular prices than he is for staples at those prices ; 
and I will wager this past Summer that he has sold not 
one but thousands of dollars of bright-ground fou- 
lards at prices that were also sold at $3.50 in the same 
time and at the same moment in the same town. Is 
that right?” 

Mr. GuTTERMAN: “Right.” 

Mr. WerntTRAUB: “I think your men’s reports 
should have a high fashion influence and should fore- 
cast what is coming; not wait until it is here and 
somebody from some place tells you about it, but you 
tell them in advance. That is what this committee is 
for. 1! think this committee ought to have some 
method or way of covering Princeton and Yale, cov- 
ering United Hunts, covering Wall Street, doing that 
reporting work as religiously as you meet here; and 
prepare this bulletin, and that your statistics and in- 
formation can be keyed, charted, and collected, and 
that you can bring out new fashions in men’s shoes. 
And if a store, after all is said and done, were to 
promote them and not make money on it, but lose 
money on it, at least they would be putting something 
of news value into their store; they would be putting 
some news value into their windows, some news value 
into their merchandise which it lacks right now. 

“Right now your real sales appeal is, ‘Well, I hope 
you will wear those shoes out fast.’ That is about 
the meat of your sales appeal on men’s shoes. And 
if they don’t wear out as fast as you think they 
should, or if they can be resoled cheap enough, well, 
you are just out of luck. There is no new pair of 
shoes that is going to be sold to that fellow. 

“But you can make a man just as uncomfortable by 
a radical change in his shoes as you can by any other 
item of his apparel. After all is said and done, I 
would hate to think that this depression that we are 
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At this early date 
—<“the most popular gaiter”’— 





NEBRASKA 


J. P. Raum 

Buyer—Women’s Shoes and Gaiters 
Drexel Shoe Company 

Omaha, Nebraska 





writes: 


7 *‘Even at this early date our customers are showing unusual interest in 
your new Silhouette. Because of the ease with which it is put on, its 
lightness and fit, and its stylish appearance, I expect it will be the most 
popular gaiter we have ever offered to the public.” 


DREXEL SHOE COMPANY 
(Signed) J. P. Raum 
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in at the moment is going to keep on getting worse 
and worse and worse, because if that is the case, then 
we have reached the millennium. We might as well 
tear our telephone wires out, because there will be 
nobody that will be able to use the telephone ; there will 
be about two automobiles on the streets in New York; 
the subways will stop running, and we will have about 
just reached the end of things. 

“Now, we are bound to snap back out of this, and 
in the meantime, and in the interim, we have become 
2 very cultured race.. It may interest you gentlemen 
to know that one out of every twelve boys of eligible 
age is attending universities in this country. They 
are taking these boys off the farms in Iowa and in 
Illinois, where I was born, and they are making gen- 
tlemen out of them, and they are sending them back 
home, and they are satisfied no longer with their old 
needs. If you feel that fashion isn’t important and 
is really not necessary (and that is really needless to 
say, because you are meeting with that importance in 
mind) well then we are going back to brass beds, 
and we are going back to horsehair furniture. On 
the contrary, I believe in high fashion in every field, 
including men’s clothing and men’s shoes. 

“We both lag pathetically because we try to create 
fashions ourselves, and it just won’t work; you can’t 
get away with it. 

“There is one more new shoe I would like to tell 
you about. I have seen about seven or eight pairs, 
just enough I think to call it to your attention. I 
will try to describe this as well as I can; not being 
technical on shoes, you will have to stretch your 
imaginations and fill in my weaknesses. It is a moc- 
casin type of white buckskin shoe. It has a black 
leather sole and heel. The lower part is white. Then 
the top part of that moccasin on the top is black; the 
vamp is black, and the piping from the black 
moccasin around the top of the shoe is also black. It 
is something that is coming because it has been 
worn by the kind of people that make fashion. 

“Now I want to recite one little story and then 
I am all through. There are many people that fight 
this theory of style, that feel that they can create and 
start fashions of their own. In fact, I remember some 
seven years ago telling a particular manufacturer in 
the shirt field of a new color coming in shirts, namely, 
very dark blue, a butcher blue, the color that motor- 
men used to wear when they drove street cars, with 
white stripes in them. I showed him this particular 
color, showed him where it was being worn; showed 
him who was wearing it, and he went out and bought 
in liberal quantities this particular new color of blue, 
rather, this old color of blue that was new at the 
moment. He called it the ‘blue devils’; and when the 


season developed, that man, in one season, had vir- 
tually cornered the market on a shirt that he called 
~— the ‘blue devil,’ which was this butcher blue with white 
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stripes in it, and he did a tremendous business, and 
really made a fortune in one season. So he sat back 
with smugness, and said, ‘Well, I started the blue 
devils.’ He had about as much to do with it as any 
one of us in this room, absolutely nothing; but he 
was carried away with his own egotism, which is an 
unfortunate quality that most manufacturers and a 
good many retailers possess. He sat back and said, 
‘Well, I put across the blue devils. Now I’m going 
to put across a new one,’ and he came out with the 
‘pink devils,’ and without mentioning any names— 
Mr. Gutterman and Mr. Cronheim here present re- 
member the man, and they will tell you that he is out 
of business; they broke him in one season’s time. 

“Here is what happened. The first year the “blue 
devils’ was a fashion, a definite, positive, established 
fashion, and he was merely smart enough through 
having been forced into it to interpret it at the most 
timely moment. The second year the pink shirt was 
a style. There is a distinction between style and 
fashion. 

“Fashion is that thing that has been accepted by 
the classes that the masses are going to imitate and 
accept; and style is that thing that the retailer or 
the manufacturer, through his own personal taste, 
decides is going to be good; and you get hooked 
every time you try it.” 

Mr. Apter: “I want to ask Mr. Weintraub one or 
two things. Speaking about sport shoes, you men- 
tion that black and white looked as if it was passing, 
and that tan and white as if it was coming in because 
the classes and the aristocrats and the men who know 
style and who bring out style are wearing them. 

“IT was down in Palm Beach last Winter looking 
around at the masses—and I think there are just as 
many masses there as classes. The classes are the 
few who stay at the high spots. They were wearing 
tan and white, but all over the rest of Palm Beach 
and at Hollywood and Miami you will find more 
blacks and whites. — 

“When I came back to New York, two days after 
1 returned I saw pictures of Palm Beach and Miami 
and Hollywood and tans and whites were predomi- 
nant, for sport wear. When I looked up our records 
I found we were selling about eight black and whites 
to one of tan and white, and selling to the masses.” 

Mr. WErIntTRAUB: “You can really flag, or color 
your fashions. That is to say, there is some arrested 
fashion from the season before, that begins to show 
up at the end of the season. That is—the high spot 
at the beginning of the following season. But your 
volume selling fashion begins with the season and 
may be out of the picture by the end of the season. 
It takes a little time for people to wear out things and 
make replacements and all that sort of thing. 


“I think there really ought to be three classes of 
fashion. I think there ought to be, first of all, the 
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Kresge Department Store 
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writes: 











“In buying Gaytees for the coming season, we have taken into consideration 
the fact they are a very happy combination of smartness and utility. 





“Specifically, the Silhouette type of Gaytees is an example. The features of 
no buckles, snaps or fasteners to get out of order, its positive waterproof qual- 
ity, and finally the slender appearance it gives to the foot are all most desirable, 
in our opinion.” 
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(formerly L. S. Plaut & Company) 
(Signed) J. Davis 
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green fashion, that is, the new one just beginning. 
The style hasn’t earned its way. Then there could 
be the blue fashion, which is the backbone of your 
stock in the big volume class at the moment. There 
is the red fashion, the one that you automatically 
ought to watch very carefully and get rid of as 
soon as possible because it is the thing on the 
way out. 

“If every stock could be controlled with those three 
notes in mind, green, blue and red, you could flag the 
fashions. You could chart them and know exactly 
what was coming and what to get rid of and what to 
buy more of.” 

Mr. ApLER: “I want to ask you something else 
about clothing. I do not call this fashion, but it is 
something that has been brought to my attention, and 
you may know more about it and could tell us some- 
thing about it. 

“One of the reporters from the Boot AND SHOE 
RECORDER was up in my store some time ago asking 
about different types of shoes that men wear. This 
happened to be one of our stores that we have in a 
colored section where there are plenty of colored 
people. I took him around to look at some of the 
clothing windows, where the suits that these dandies 
of the colored race were wearing were displayed, 
which were so different from what the ordinary man 
was wearing. You do not see them on the streets. 
They wore a one-button coat cutaway bringing the 
chest way up. They wore a vest with a lapel on it 
to match the suit and the rest of it was of broadcloth 
or ‘rumbo’ cloth. 

“For instance, if they had a brown suit it would 
be a light fawn broadcloth. If they had a blue suit 
it would be a bluish white. I do not call it high 
fashion. I think you would call it mostly hot-fashion. 
Does that mean anything in the clothing industry.” 

Mr. WEINTRAUB: “That is a certain type of busi- 
ness in the clothing industry that is unto itself. It is 
jazz. That is exaggerated merchandise. The waist- 
band on that suit you saw was perhaps seven inches, 
it was most likely wound up underneath the fellow’s 
solar plexis. He miglit have had pearl buttons in- 
stead of bone buttons. He had shoulders on his coat 
that came out perhaps six inches beyond the normal 
breadth of his shoulders. 

“There is a certain oriental flare, or colored flare, 
that colored people have, where they exaggerate every- 
thing It starts simply and by the time it is through 
you would never recognize it. The camel-haired 
overcoats that they wear would never be recognized 
by you as those soft draped, easy-looking $Z50 
overcoats that were the vogue started by Tony 
Biddle when he wore it originally. They are now 

comparable in their lack of culture and in their exag- 
geration to everything. I do not know how many 
people are here from west of the Hudson, but I am 
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myself. They are comparable to everything west of 
the Hudson River. 

“Stripes started at Princeton Campus about four 
years ago, in clothing. By the time those little re- 
fined stripes got as far as Iowa City and: Des Moines 
they were banjo stripes, the biggest, boldest, wildest, 
craziest looking things that you ever saw. The fur- 
ther west they went the bigger the stripes got because 
of the exaggeration applied. 

“The colored fellow is very much like that, only 
he goes even a littie further. He goes in for the model 
that is crazy and extreme. That is a certain kind of 
business. That fellow most likely wants yellow shoes 
today and he will possibly make a demand for bulldog 
toes. That is something that is a fashion that I do 
not understand. 

“You most likely, in order to get the business you 
want up there, have to buy an entirely different line 
of shoes than other stores. You have to have combi- 
nation suedes and leathers I guess. They most likely 
take something that has green in it.” 

Mr. GuTTERMAN: “My angle is slightly different 
than Mr. Weintraub’s, although distinctly correlated. 
He sees fashion at its source. I question if one-tenth 
of the fashion that is seen at these places that he 
mentions ever gets into volume. When I say ‘ever’ 
I mean within a five-year period. We have observed 
by what he says that fashions usually take quite a 
while before they can be given popular expression in 
the way of volume. It is true that this white shoe 
with the black bottom came through about five years 
ago, and it is true that this tan color that you wear 
came through also about that time; in fact, still older 
than that is the brown color, such as I am wearing 
today. We tried to put that into volume three years 
ago, but couldn’t sell it. We showed it. It gave our 
windows in our store a little class, a little prestige, 
but we didn’t sell them. 

“I believe that the shoe business can frequently 
for the sake of window dressing only, take hold of 
a few of these things. Quite frequently we find 
in the furnishing field that a thing will start com- 
ing, and we will start showing it. We feel that it 
is coming along but we never get any results out 
of it. The principal reason for that in popular 
prices is that it isn’t sufficiently radical to more or 
less awaken the masses.” 

Mr. Geutinc: “To ask you questions that refer to 
shoes, will there be any definite or radical change in 
the cuff bottom as to the number of inches? Will it 
still be around 18?” 

Mr. GuTTERMAN: “No change anticipated. Frank- 
ly, clothing doesn’t seem to show any important 
change in shape. 

Mr. GevuTinc: “As to cut of clothes, about the 
same ?” 


Mr. GuTTERMAN: “Not important. I think the 
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Royal C. Weith 

Women’s Shoe Department 
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writes: 


“Our one outstanding reason for purchasing ‘Gaytees’ is their smart- 
ness as evidenced by the Silhouette type Gaytees. 

“This Gaytees with its slenderizing effect; the feature of no buckles, 
snaps or fasteners, we feel sure will develop into a most popular item 
with our customers.” 
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most outstanding thing that we are going to see for 
Spring is, of course, the linen suit which Mr. Wein- 
traub explained, and I thoroughly agree with him on 
it. With that, of course, will come all kinds of light- 
weight suits, and sport shoes necessarily will go with 
that. I believe sport shoes will unquestionably get 
stronger if anything.” 

Mr. Geutinc: “The slacks that came into promi- 
nence last year that I have seen at a lot of golf clubs 
in various colors of flannels, are they going to con- 
tinue?” 

Mr. GuUTTERMAN: “Unquestionably, I believe they 
are going to get stronger. Gray, of course, is the 
predominating color.” 

Mr. Geutinc: “And in your opinion there will be 
probably more long trousers worn on the various golf 
courses rather than knickers ?” 

Mr. GuTTERMAN: “Well, I will speak for New York 
or around New York, and say that I believe next 
Summer there will be more long trousers worn than 


knickers. Outside New York I don’t know, but on 


the other hand I wish to point out that golf trousers, 
the knicker is worn by more non-golfers than golfers. 
There are comparatively few golfers, and I think that 
the knicker will still be worn.” 

Mr. GeuTInG: “In other words, today if you were 
to sell a sport suit you would almost have to have a 


longer trouser with that.” 

Mr. GuTTeRMAN: “They have had that for quite a 
while. The idea was the longer trouser would be good 
for business and the knicker for sports, but the long 
trousers are unquestionably being worn for sports. I 
myself wear the long trousers now because I find 
them more comfortable.” 

Mr. WEINTRAUB: “TI don’t like to be talking all 
the time, but several things I forgot to say just oc- 
curred to me, and I think I might as well tell you 
everything I know at one time. At Princeton and 
Yale the last few weeks there has been something 
very unusual showing itself that I think is going to 
be very important as far as the shoe industry is con- 
cerned. Now, it will be up to you men to interpret 
what leather or what type of thing it is going to bring 
with it, but boys at Princeton and Yale are beginning 
to wear the heavy, shaggy, Harris Tweed in suits 
in a regular two-button notch lapel business type of 
suit. Now, it is a foregone conclusion that with suits 
that are robust in appearance they would not con- 
sistently carry a smooth leather shoe, and I think 
you are going to find—this is a style note fashion at 
the moment—that possibly Cordovan and the grained 
leathers are going to begin again to have some con- 
siderable importance among university men. 

“Now, on the slack question, at Newport, South- 
ampton and at Palm Beach, not at Miami and not at 
Hollywood, the striped flannel trouser is absent. 


TO STIMULATE CHILDREN’S TRADE 


Without heated argument, but with a strong determination to lift 
children’s shoes into the place they deserve, the committee on 
Juvenile Styles, under the direction of Clyde K. Taylor or R. H. 
Fyfe & Company, Detroit, chairman, put in a full day on Thursday, 
during which not only a style report was drafted, but a number of 
definite recommendations were developed to stimulate the children’s 
shoe business. 

The question of terms in classifying the various ages and size runs 
for children was again discussed, but the committee finally decided 
to allow the classifications to stand as at present. More stress was 
placed on sport shoes for both boys and girls and it was the consensus 
of the committee members that most retailers lost an opportunity 
this last summer by stocking too heavily on staple types of shoes and 
were not in a sufficiently liquid position to take advantage of the 
general demand for strictly summer and sport shoes which developed 
immediately after Easter. This experience led to a definite recom- 
mendation in the committee’s style report. 

Cognizance of the growing development of separate departments 
for the modern miss under suitably descriptive names for the young 
girl who demands a high style shoe, and gets it, was taken by the 
committee, which amplified its recommendation of six months ago, 
that a separate department may be opened to cater to this type of 
youngster, into actual advice to establish such departments where 
the volume of business warrants and to give it a specific name. 





Long trousers for golf are unquestionably going to 
have voluminous proportions all over America and 
knickers are very definitely on the decline; and if you 
don’t think so, just take a trip through Long Island 
and see all the snappy butcher boys delivering meat 
wearing yacht caps and knickers.” 

Mr. GUTTERMAN: “I want to point out that I be- 
lieve the white Mr. Weintraub has reference: to is 
principally in linen long trousers. As a matter of fact, 
the source of supply from whom we received our 
short knickers this year has already told me that we 
are going to sell long white linen slacks for $1.95 a 
pair. I said, ‘How or why?’ 

“He said, ‘Don’t ask.’ ” 

Mr. Grover: “How about the natural colored 
linens that are just off white, the more or less un- 
bleached ?” 

Mr. GuTTERMAN: “T think you will find that will 
sell more in the South than in the large cities.” 

Mr. Grover: “The reason I ask I have seen a 
tendency toward natural colored linen suits in several 
weights in the Summer.” 

Mr. GuTTERMAN: “I think you will find that the 
natural colored is going to come out in Palm Beach 
textures and not in linens. I think the bulk of the 
linen sales are going to be all white. I think the 
bulk of the Palm Beach types of cloth, all that family, 
that will be unbleached colors, light tans, light grays. 
There are people who will not wear absolute white 
but I still believe that the fashion note for men next 
Summer will be the white linen suit and double- 
breasted one, which will be in preponderance for the 
very simple reason—you know you can use a lot of 
logic in these fashions. 
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PENNSYLVANIA 






Norman Marcus, Buyer 
The Rosenbaum Company 
Pittsburgh, Pa. 








writes: 





‘“‘We have stocked the new ‘Silhouette Gaytees’ for Fall and Winter 
and are confident that it will go over in a big way. 





“It looks to me like a number that live merchants can promote to their 
advantage. We’re going to do all in our power to put it over.” 


THE ROSENBAUM COMPANY 
(Signed) Norman Marcus 
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Ads Echo the BAIT ILE 





A FRANK STATEMENT 


about 1931 shoe values in terms of 
STYLE and QUALITY 
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An impressive and dignified full page advertisement in which 
Thayer McNeil of Boston approached the price problem from 
the standpoint of style and quality. 


Price is unquestionably the dominant 
theme in retail advertising today and that applies to 
shoes as well as to other kinds of merchandise. The 
attitude of the retailer toward the price problem is 
naturally determined largely by the type of store he is 
operating and the grade of merchandise he is selling. 
Thus current advertising falls into two distinct classes, 
that of the stores selling the better grades of shoes, 
which stresses quality and the advantages to the cus- 
tomer of buying high grade shoes, and that of stores 
dealing principally in the so-called medium and pop- 
ular price grades, of whom a majority seem convinced 
that the best way of meeting present conditions is by 
a frank recognition that today price is the thing. 

There is always this distinction of policy between 
price and quality reflected in the advertising of differ- 
ent stores, but this season it is much more in evidence 
than it would be under ordinary conditions, and the 
number of stores that are emphasizing the price ap- 
peal is very much larger. Indeed, many of the stores 
whose past policies have been identified with the idea 
of quality are devoting much of their publicity to the 
fact that conditions existing at the present time make 
it possible for them to offer unusual values and to 


| PRIGE 


Current Newspaper Advertising of Shoes 
Falls Into Two Divisions; One of Which 
Stresses the Appeal of Price While the 
Other Upholds the Advantages of Quality 


aa & 


sell good shoes at prices which would have been out 
of the question in recent years. 

Competition is invariably an important factor to be 
considered in the determining of an advertising policy 
and so it appears that in planning his advertising for 
this season the retail shoe merchant can hardly ignore 
the price appeal in one form or another. Neither does 
there appear to be any middle of the road course for 
him to take with regard to this question. He can 
hardly avoid finding himself in one or the other of the 
two groups into which prevailing conditions divide the 


The appeal of quality is presented from an ingenious angle in this 
men’s shoe advertisement. 


Dont 
be Fooled 


Measure your Shoe Cost by 
the actual number of Days’ Wear 








FLORSHEIM SHOES 


give greater value, finer style, more comfort ... 
they cost less by the year thas. any other shoes. 
It’s not what you pay. .« it’s what you get that 
counts. Don’t be misled by any other comparison. 


99 ana*10 
THE FLORSHEIM SHOE SHOPS 


. pear 
IIe Bred. ppenie Macys gece Wilemghly 


STORES OPEN EVENINGS UNTIL TEN 
There’s @ Florsheim Dealer in Your Neighborhood 
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-=<“am easy item to sell to our customers”’= 
















RHODE ISLAND 


J. P. Pearlman 
Sterling Shoe Co. 
Providenee, R. I. 


writes: 





“We had the good fortune of being one of the first stores to introduce this new 
gaiter to the public, and we can truthfully say that our experience with this 
new rubber item has been very successful. We find that the lightness, the 
adjustability, and the ease with which it goes on makes this Silhouette an easy 
item to sell to our customers. Women, these days, are quick to grasp any 
improvements of new merchandise we may have, and we are mighty glad 
to be able to offer such a fine item to our trade. We trust that you will have 
; plenty on hand for us to replenish our stock with when the season starts.” 


STERLING SHOE CO. 
(Signed) J. P. Pearlman 
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retailers engaged in the distribution of practically 
every kind of merchandise. He is, on the one hand, 
frankly talking price to his customers or stressing the 
superior values he is able to offer, which after all is 
another form of selling argument based upon price, 
or, on the other hand, he is endeavoring to sell them 
on the advantages of paying more for merchandise of 
superior quality, in other words advising them to dis- 
regard the appeal of price. 

Style still plays its part in the advertising of shoes 
to the consumer, but it is a distinctly subordinated part 
today. The attitude of practically all shoe merchants, 
as reflected in their current newspaper advertising, is 
to take style for granted. Even cheap shoes must have 
good style or it is impossible to sell them, and this 
applies to men’s, women’s and children’s footwear 
alike. 


‘we is less distinction now 
between the styles that are in demand in the various 
grades of shoes than there has been at any time in 
the recent past. This applies particularly to men’s 
shoes. Lasts and patterns, colors and materials in the 
lowest grades of men’s shoes follow those to be found 
in the better grades much more closely than they did 
a few seasons back. This is another recognition of the 





LAST YEAR---$7.50 and $8.00 
POTTER RELIANCE! 


THIS YEAR-— 


Men's Main 
Floor Dept. 


For young men and men who want 
their shoes as “young as they feel!” 


This is a year for saving money . . . and this Potter 
Reliance at only $6 helps you do just that! 


POTTERS 


GOOD SHOES ~~ FIFTH nearVINE . 

















This advertisement by Potter Shoe Co., Cincinnati, is a striking 
presentation of the enhanced values made possible by today’s 
price level. 





SWOPE 
$8.50 MOREVALS 


“MORE VALUE FOR YOUR FOOTWEAR DOLLAR” 


And this season Morevals are finer and better looking than 
ever before—they are supreme shoe values. 


A complete selection ofthe season’s smartest patterns and ma- 
terials includes youthful styles for every occasion for Women, 
Modern Juniors and Debutantes. 


Black or Brown 
Pump— 
Also Tie 


$1.15 Swope Silk Stockings 
The Greatest Hosiery Value We Have Ever Offered 


SWOPE SHOE CO. 


Olive at 10th St. 











The selling argument of more value per dollar is used to advan- 
tage in this advertisement by Swope Shoe Co., St. Louis. 


fact that the customer this season will pick his shoes, 
not primarily according to the style that he prefers, but 
according to the price he feels he can afford to pay. 

Because of the prevailing emphasis upon price in 
advertising, the current ads reflect a new ingenuity in 
presenting the price appeal. Copy writers, apparently, 
have puzzled their wits to find new ways to impress 
customers whom circumstances or the trend of the 
times have converted to the practice of economy. Fol- 
lowing are some interesting examples clipped from 
recent papers: 

“Renard’s will help you to be smart this fall at the 
lowest price you have ever paid for chic! Real quality 
has been built into the stunning new creations which 
grace the Fall mode and which we are offering to you 
at this thrift price. Take advantage now and get 
enough to complete your shoe wardrobe.”—RE- 
NARD’S, Kansas City. 

“Suede shoes never have looked smarter, richer or 
more fashionable than these gorgeous new models. 

[TURN TO PAGE 64, PLEASE] 
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with instant favor’’— 






WASHINGTON 






J. E. Conrad, Manager 
Bon Marché Shoe Department ' 
Seattle, Washington 








writes: 






“The Silhouette Boot met with instant favor in our Department. Women im- 
mediately saw the advantage of the no fastener type due to its neatness in 
fitting, and the easy manner in which it is put on. 






“Style conscious women immediately responded to its lines and recognized its 
necessity as an overshoe to complete their fall and winter ensemble.” 






BON MARCHE SHOE DEPARTMENT 
(Signed) J. E. Conrad 
Manager 
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SALARY vs. COMMISSION 


[CONTINUED FROM PAGE 19] 


store does not reduce its staff. This 
incurs no loss to the store but it does 
affect the finances of all the salesmen. 

“Therefore we consider that straight 
salaries with P.M.’s. keep up the 
morale of the store far better and do 
away with the petty jealousies that are 
fatal to any business.” 

Having heard these two straight- 
forward arguments in favor of salaries, 
one from the East and the other from 
the West, we turn now to Dixie land. 
There we find another equally firm be- 
liever in straight salaries, E. H. Brit- 
ton, leading shoe merchant of Mobile, 
Ala. He says: 

“I have tried both plans and am 
much in favor of straight salaries. 
The three best salesmen I ever had, 
who worked hardest for the success of 
the business and who sold the most 
goods, were straight salaried men. 


“§Q)NE of these three is still in my 

employ and after 35 years will 
today sell twice as much as any man 
I éver had on commission. 

“T find the man on commission keeps 
changing, never sticks to his job, con- 
sequently never knows his customers, 
will make any kind of statement— 
frequently misleading—to sell his cus- 
tomer, and his only interest in the busi- 
ness is to make that particular sale. 
I have reached the point where the 
only salesmen I pay on commission are 
those hired just for a sale that will 
last only a few days. My regular 
salesmen are on straight salaries.” 

Coming back up North again we find 
another good shoe store that pays 
extra help on commissions but believes 
in straight salaries for the regular 
force. This is WALTER’S SHOE 
STORE, of Wilkes-Barre, Pa. 

“We have always paid our clerks on 
a straight salary basis,” says Roy 
Walter, “and in addition, at the end of 
each year have distributed to those who 
have been with us over a year, 10 per 
cent of the year’s net profit. 

“But I have always been the judge 
as to just how this bonus shall be 
divided. If I think a clerk has been 
lazy, not trying properly, he gets no 
bonus and I tell him why. 

“If another clerk has worked extra 
hard, sold more shoes, etc., he gets a 
larger share than some other man who 
perhaps gets the same salary but has 
not done so well. The condition in 
which each man keeps his stock also 
influences me in this matter. 

“I find this plan makes the salesmen 
more interested in the store making 
money. They stay on the job better, 
But of course it can be used only in a 
store where the proprietor is pretty 
much on the job himself and is in a 
position to make decisions fairly. 

“We also use P. M.’s. quite freely 
and we require that they be just as 





properly fitted and as carefully sold as 
any other shoes. I do not think a com- 
mission basis is right for a high grade 
family shoe store, as it tends toward 
jealousy among the clerks and is not 
always to the best interests of the cus- 
tomer.” 

Taking a long jump now back to the 
Pacific coast we hear from a man 
whose name we would like to quote— 
but he says not. However, you all 
know him, as he is one of the foremost 
operators in the West. 

“Naturally every man believes his 
plan is the best,” says he, “but we 
think it makes a great deal of differ- 
ence as to the class of trade one has, 
what his selling policies are, and the 
price line of his shoes. 

“We pay our salesmen a straight 
salary based on 7 per cent of their 
expected sales (7% per cent in chil- 
dren’s). If they do better than this 
we see that they are paid accordingly. 
If they do not sell enough to keep under 
that, we change their salary or dis- 
charge them. 

“It is simply a method of putting 
them on their own responsibility, yet 
giving them the assurance of a definite 
salary for the time being. We think 
it one of the best ways to engage a 
new man. 

“We believe in liberal P. M’s. and’ 
encourage the men to work on them, 
knowing every pair sold puts our stock 
in better condition. Of course we pay 
commissions on hosiery and findings 
sales also. 

“But I can say this, that all those 
I have known who paid straight com- 
missions have in time gone back to 
salaries and commissions. Somehow it 
seems to me you must have some fixed 
amount to pay a man to make him feel 
he is actually in your employ, and that 
there is a certain amount of return 
he must give you before he starts dig- 
ging in for himself. 


ON straight commission, with 

everything on his side, is he not 
inclined to handle his trade in a manner 
to suit himself, and not in the best 
interests of the house? 

“Of course, under the salary plan 
one is sure to find a man now and then 
who becomes self satisfied, and is con- 
tented as long as he is doing barely 
well enough to hold his job. But they 
are the exception rather than the rule. 
who becomes self-satisfied, and is con- 
forming to the individual business to 
which it is applied, is better than a 
hard, fixed rule. Allowance must be 
made for the good stock worker, the 
steady man, the one who builds a re- 
peat following and makes permanent 
business for the store.” 

Summing up the arguments in favor 
of straight salaries we find the follow- 
ing: 


46 


1. Under the straight salary plan 
every customer gets more careful at- 
tention, the kind that would be given 
if the boss were always “listening in.” 

2. That kind of service builds an 
ever increasing prestige for the store. 
Where commissions are in use it be- 
comes a get-’em-in-get-’em-out hustle 
that is resented by customers. 

8. From the salesman’s standpoint, 
when he is on a definite salary he is a 
more dependable citizen and a more 
reliable, contented employee. Knowing 
what he will get every Saturday, he 
plans his scheme of living accordingly. 

On the other hand when a commis- 
sion salesman has an extra good season 
he is liable to begin living on too high 
a scale and to plunge too deeply in debt. 
Then when business slows up and his 
earnings diminish he finds himself hard 
pushed. His morale is lowered and the 
situation reacts to the disadvantage 
of the store. 


WHEN on commissions it takes 

e an exceptional character to re- 
frain from stretching the truth occa- 
sionally, to avoid rushing his customers 
in busy times, and to keep from putting 
his own immediate interests above the 
permanent good of the store. 

5. From the store’s standpoint, the 
man on a salary always does better 
stock work. He is not so inclined to 
rush out only the newest stock to every 
customer, and he is willing to work 
slowly and use plenty of patience and 
diplomacy on the hard ones. He makes 
exchanges more pleasantly and works 
more conscientiously when the boss is 
not around. 

6. Straight salaries tend toward 
higher morale and greater harmony in 
the store. 

While the arguments presented here 
seem conclusive, we may well reserve 
our decision till next week. Then we 
shall hear the negative side, in defense 
of the Commission Plan, presented by 
a half dozen well known merchants 
who find that commissions produce 
better results in their stores than do 
straight salaries. 





To Hold Pep Meeting 

MINNEAPOLIS, MINN.—Secretary H. 
S. McIntyre announces that L. R. 
Hurrle of the Dayton Co. downstairs 
shoe department is to preside at the 
first pep meeting for nine months of 
the shoe fraternity, which is to be at 
6.15 p. m., Oct. 23, in the Hotel Dyck- 
man. 

Everybody connected with the shoe 
business is ‘invited, manufacturers, 
traveling salesmen, retailers, etc. The 
first intimation that times are loosen- 
ing up is the courtesy announcement by 
the hotel management that it would cut 
the dinner price from $1.25 to 85 cents 
for the occasion. — 
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==“<protection with style, fit and comfort” =—= 


W. E. Newhold 
The Smith-Kasson Co. 
Cineinnati, Ohio 


writes: 


“The policy of this store is to buy and sell only high-grade merchandise, there- 
fore, I selected the U. S. Gaytees line for this season. 


“The ‘Silhouette’ type Gaytees will certainly appeal to the most discriminating 
buyer wanting storm day foot protection with style, fit and comfort.” 


THE SMITH-KASSON CO. 
(Signed) W. E. Newbold 





AAAS ANTAL SN SE AIL IT TBR 





am=“an outstanding achievement ”’=_ 


MISSOURI 


H. A. Workman 

District Manager 

George E. Keith Stores Co. 
St. Louis, Mo. 


writes: 


“It is my belief that the new Gaytees, without snaps or fasteners, will be readily 
accepted by the consumer, as the most popular type of Style Overshoes for 
women this Fall and Winter. 


“The design and fitting qualities of this type of shoe represent an outstanding 
achievement in the rubber footwear industry.” 


GEORGE E. KEITH STORES COMPANY 
(Signed) H. A. Workman 
District Manager 
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THIS COUNTER IS SOFT AND FLEXIBLE 


YET IT WON'T SAG 
OR LOSE ITS SHAPE 





OFT—but it won’t break down! Flexible— 
but it won’t wrinkle! That’s the big feature of 

the Armstrong Cork Counter. It gives the wearer 
easy comfort without the slightest sacrifice of 
stylish shape. Prove it by crushing it in your hand. 
Let your customers feel its supple softness on their 


feet. Let them see how free from wrinkles and 
Ask for 


ATLANTA . Boston . CHrIcAGo CrsciInNATI 


DETROIT . New York 


creases it remains. Light weight is another feature 
of these comfortable counters. Next time you 
order, ask for them by name—Armstrong’s Cork 
Counters. For full details and the names of manu- 
facturers using them, write Arm- 

Armstrongs 
strong Cork Company, 933 Arch 


Street, Lancaster, Pennsylvania. Product 


ARMSTRONGS 
CORK COUNTERS 


PHILADELPHIA St. Louis 
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This shoe illustrates a 
popular fall type oxford 


for the young man. 


C-H-: 
ALDEN 


COMPANY 


DESIGNERS & MAKERS 
OF MEN’S FINE SHOES 


ABINGTON 
“MASS: 
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Hard to Explain— 


I might as well tell you that Walter Booth’s regular 
press agent was suffering from over‘employment and de- 
cided to take a vacation. So this advertisement is being 
prepared by a hired hack writer, who admits himself he 
is a heck of a writer. 

Well, the first thing I did was to put on a pair of bal- 
loonrtired glasses, to make myself look intelligent, if pos- 
sible, and set out to ask Walter Booth a few questions. 

I knew if I could get Walter to talk, all I’d have to do 
would be write it down, and I’d get paid for it. I haven’t 
hung around advertising men for years, for nothing. 

“Walter,” I said, “why is it that some shoe men find 
it so easy to make a success, even when business is flat on 
her back, while others find the going pretty tough?” 

Quick as a flash, he came right back at me. 

“That’s hard to explain,” said Walter, “like a black 
eye. Some say it’s luck. But I always claim that while 
luck may be a big factor in a man’s success it won’t push 
him up a hill. 

“A man may be a minor genius in matters of making 
money, but unless he is wise to a few sound simple fun- 
damentals, he’ll never get very far along the highway of 
success” ... Here was my chance, I thought, to ask a 
leading question, so I put it this way; 





“Walter, what are the fundamentals of success?” 


Would you like to hear what Walter said? All right, 


come on over to the next page.... 


WALTER BOOTH 


302 N. Broadway 
een ae FTA OOS 2S SES Se eS O F 


Retailing at $3.50 to $6.50 at a profit 
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Like a Black Eye 


“Walter went on like this; “About the best schedule I’ve 
heard lately for building business on a paying basis, was 
worked out by a man named King. He lives in Balti- 
more and his initials are G. W. I’m not sure whether 
they stand for what you think they do or not. 


6 


“Anyhow, this man King went through each of the 
successive steps to success, leading up to the final accom: 
plishment. And the steps were .... Faith, Honesty and 
Fair Dealing, Good Credit, Profit and Backbone. 


“Faith in your business is fundamental; Honesty and 
Fair Dealing bring bank credit. Bank Credit permits pay- 
ing accounts promptly, thus establishing Good Credit. 


‘All this provides more ability to increase sales and 
brings greater Profit; Refusing to cut prices or to do busi- 
ness at less than a proper profit, develops Back-bone..- 
And so we have the makings of a successful business, 
whether the merchant sells shoes or sauerkraut.” 


While Walter Booth was telling me this it began to 
‘dawn upon my so-called mind why Walter Booth Shoes 
seem always to be sold by the successful merchant in a 
community ...I realized it was a case of like attracting 
like. The Walter Booth proposition seems to fit success- 
ful shoe stores like a finger in the mud. And the strains 
of asentimental song kept running through my conscious’ 
ness. (?) It sounded like; “You were meant for me and 
I was meant for you.” 





I had the facts that would enable any darned fool to 
write a good advertisement. 


So I’m going to write it first chance I get. 


SHOE COMPANY 


Milwaukee, Wisconsin 
MEN’ S DR E S § 





In stock AAA — EEEE — Sizes 5-14 
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cA National “Workman 


He is the composite workman of a national industry. His 
myriad hands contribute to the making of countless pairs of 
shoes. He stands behind the operators of thousands of ma- 
chines. He knows, most intimately, the units and functions 
of their mechanical servants. He built them, and to keep 
them running smoothly and profitably for every user, is his 
business obligation. ... From his great resources, some 
twenty-one million parts are distributed annually. He is an 
ideal workman. He labors for many factories but is not em- 
ployed by any factory. He is an obliging workman. He 
responds instantly to every order and request, and swiftly 
answers every demand for help. There is no task too dif_- 
cult, or any limit to his skill. He has an amazing habit of 
multiplying himself. His helpfulness is everywhere and any- 
where, almost at once. He is a creative workman. He repre- 
sents a dominant purpose, to continuously invent new 
machines, and to advance methods of manufacture. He is 
an economic workman. His giant task is to reduce the cost 
of making shoes and increase their value to the buyer — 
that the feet of the people of America may be clothed with 
even better footwear. A National Workman! 


At your setvice. 
~—=T—ern 


United Shoe Machinery Corporation 
Boston, Massachusetts 


ukvep 















evoned. by WOMEN 
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a Shoes possess that intangible something so 
much desired, yet so difficult to find in moderate priced 


iy, 
Mutu 







Uj 
footwear. Call it personality, charm, IT, character or what 

j you will, it is the distinguishing mark of shoes made from \ 
quality materials by master craftsmen and designed by 

| expert stylists. \ 
y . 





We invite a comparison of “Trim-Treds’” with other shoes 
selling at the same or higher prices and for this purpose a \ 
test Mail Order will be very much appreciated. 









LA 





If you have not received your copy of the “Trim-Tred”’ cat- 
alog, please write us. 


EA 





ill 






















are carried IN-STOCK. Priced to 
show you an average markup of 
more than 40%. 


VANITY 










Avenue Last—16/8 Louis Heel. 
3020-1—Dull Black Kid with Gun Metal Lustre and 



















J Dull Black Kid Beaded Bow.................. $5.00 
JEAN 
Yorker Last—17/8 Tucked-in Cuban Heel. 
yy 3022-3—Brown Kid with Genuine Reptile Trim. .$5.25 
y 3022—Black Kid with Patent Trim............. $5.00 
DORCAS 
Y, Stroll Last—15/8 Cuban Heel. 
7,  3002-2—Black Kid with Black Lustre Trim... .$5.00 






3002—Dark Brown with Autumn Brown Trim. .$5.25 






All patterns made in following sizes: 


AAAA—5¥%2—10  AA—4%—10 B—3—10 
AAA—5 —I0 A4 —10 C—3—10 

















Sizes 92 and 10 in all widths—SOc. extra. An additional charge 
of 25c. per pair is also made for all orders of two pair or less. \\ 










7 AVENUE SHOE CO. \ 
: ST. LOUIS, MO. . 


VI} 
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Upward 
Sprung 
Shank 


in a Field 


of Daisies . 


Steel 
Shock 


Absorber 


Straight 
Ahead 
Pivot 





AKTIVATOR 


These AKTIVATOR features 


greatly simplify your 
selling on the floors 


— forward 
tread 

Sprung-up inner 

sole 

Steel shank on 

outside 

Special heel gives 

grace, poise, com- 

fort 


a 
6. 
/. 


Smart styles 


Perfect fitting 
lasts 
All widths and 
sizes cafried in 
stock 


- Popular prices 


HERE are some shoe retailers who are making satisfactory 

profits now. These are the retailers who know that you 

can’t tell one daisy from another, but that a tall sunflower in a 
field of daisies can’t be overlooked. 


Shoe retailers generally are just a field of daisies to the con- 
sumer—all alike. Their appeal is style, comfort, quality, sizes and 
widths, price. Nothing there to distinguish one from the other. 


The distinctive AKTIVATOR feature, combined with the distinc- 
tive AKTIVATOR advertising appeal—which is focused 100% on 
your store—will make you stand out like a tall sunflower in a 
field of daisies. 


Show Them the Right Way to Walk 


The AKTIVATOR feature makes people walk nature’s way—feet 
parallel instead of toes out. Magazines are full of editorial arti- 
cles by doctors, foot specialists, and even fashion authorities, 
urging people to walk this way. The localized AKTIVATOR adver- 
tising ties in with this free publicity in an attention-arresting way. 


~ AKT Vv 


FEATURE SHOES 
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AKTIVATOR feature shoes and AKTIVATOR feature advertis- 
ing make their appeal to all the family—men, women and 
children. 


Study the possibilities of the AKTIVATOR franchise. Ask 
the Central salesman or write us for full particulars. When 
you have all the facts, you will want to be that tall sun- 
flower in a field of daisies. 


ATOR: 


For men, for women, for children 


CanrRran SHOE 


ST. Lous, MANUFAGTURERS. U.S.A. 
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All the Arresting Power of 
AKTIVATOR ADVERTISING 


was planned for and by retailers to 
focus local attention on the franchise 
holder’s store. The advertising in- 
cludes: 


| Distinctive news- 4 Brilliant Neon 
* paper advertising * signs 
mats 
5 Colorful show 
Effective circulars cards 
Attractive direct 6 Compelling win- 
mail folders * dow features 


7 Animated dis- 
* plays 






















If your pattern maker cannot 
supply you with Coordinated 
Patterns, send your 4-B 
models to us and we will have 
them made for you. 


- 








This shoe is 





true to the LAST 








‘Is the last 
true to the FOOT? 


i F THE shoe doesn't fit-what good is the style and 
workmanship. Perfect last reproduction distin- 
guishes the well made shoe. The last, however, must 
be RIGHT fo start with, in order to obtain a well 
fitting shoe that offers a greater degree of com- 
fort and pleasure to the wearer. The proportions 
that are perfect in the ordinary 4-B last become 
distorted in the larger and smaller sizes. “Hand 
Breaking” has failed to overcome this distortion. 
When you use Coordinated Lasts and Patterns 
every last and every pattern is a perfect model 
regardless of the size up or down from the 4-B 
model. There is a perfect grade between every 
size and width, with the same heel tread and the 
same toe spring in all sizes and widths, through 
the whole size scale. 


COORDINATED LASTS and PATTERNS , 

















UNITED LAST COMPANY + BOSTON « MASS. | 
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MORE THAN A SUCCESS 


... the shoe hit of the season! 


The Stetson Featherweight welt 


In this era of thrift women 
are as wear-conscious as 


they are style-conscious. 


Nothing wears like a welt! 


But, with true feminine 
perversity, they want feath- 
ery lightness too. 

The new Stetson feather- 
weight welt combines the 
lightness and flexibility of a 
turned shoe with the wear- 
ing qualities of a heavier welt. 

Naturally, they’re a 
national hit. As popular 
as the new little hats. 





With the result that dealers 
who are stocking and push- 
ing them are making the 
real profits of the Fall season. 
The new featherweight 
welts are carried in Stetson’s 
famous Dept. 5, a complete 
In-stock department equip- 
ped to give you instant ser- 
vice. Fill in from stock, 
quicken your turnover and 
add to your profits. Send 
for Dept. 5’s new catalog 
today. The Stetson Shoe 
Company, Inc., South 
Weymouth, Mass. 





STETSON SHOES 


FOR MEN AND WOMEN 


ER. 
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eee 
Since LINCOLN “] 


Was President 


“Honest Abe” was in office when 
the first unit of the present Shoe Lace 
Company began business. The tradition 
of quality and uniformity established 66 
years ago has been jealously maintained. 
Controlling production from raw cotton 
to the finished lace we can assure you 











Dvervin yERVILLE MILLS 


standard quality in laces for every type 
of shoe in every grade. Manufacturing mn inf if 





‘economies due to complete supervision 
during every step of manufacture make 


possible the present values. 











THE JOSCO FABRIC TIP 
—a small, neat tip that will 
enter any eyelet with ease. It 
has no shoulder to catch, 
seratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part 


of the lace itself which has SECTION OF 
been impregnated with our SPINNING ROOM 
own exclusive solution to give 
Tips may be either fabric, met- it the proper rigidity and en- 
al or celluloid. We recom- durance. We guarantee the 
mend the recently perfected JOSCO FABRIC TIP to out- 
JOSCO FABRIC TIP. Jast the lace in ordinary use. 
Shoe Lace Company, Ltd. 
(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. lI. 
; SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS. 
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GLACE CALF 





Shoe illustrated is Style No. 435B ‘ ‘ 
pe A wy Quality Your One Safe Foundation 


forite in combination with lizard, 
by Colella & Leighton Shoe Co., 


Loam, Noses Kafforite gives you the right colors and the right quality in a 


light-weight leather on which you may confidently rely for 


Corresponding building your business. 


Colors in 
TOLCO CALF: Style pattern and color are important elements in merchandis- 





ing footwear. They are doubly effective in Kafforite Glacé 
T-401 Seasand ; . 
T-403 Putty Beige Calf because of its quality. 
T-104 Swagger Brown 


T-408 Admiralty Blue Kafforite is tanned to meet the exacting requirements of care- 


T-409 Paddock Green : 
T-425 Indies Brown fully lasted, carefully fitted footwear for women, misses, and 


T-436 White children. 


Also Tolco dressy sport colors for 
men’s and women’s footwear. 


Color swatches on request 


e) 


a 


GIRARD OHIO 
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WORTHY 


OF THEIR PROUD NAME 





STREET Spats is done with the skill and finish their 
proud name suggests. In style and comfort they are 
a true reflection of their eminent English heritage. 


F's detail of the cut, fit and tailoring of BOND 


Enthusiastic merchandising by leading retailers and a con- 
sistent program of powerful national advertising, year after 
year, has earned for them the top position. BOND 
STREETS are America’s best-known and most demanded 
spats. 


May we suggest that you send for samples and prices? 


THE WILLIAMS MFG. COMPANY 
Portsmouth, Ohio, U. S. A. 


Join the millions of football fans who will 
hear the BOND STREET football programs 
each Friday over the Columbia Broadcasting 
System. Listen to Coaches Stagg, Zuppke, 
Roper, Yost and others. 


BOND STREET 














SELL THIS WONDERFUL 


BUNION PROTECTOR 


Brings instant relief . . . Enables you 
to fit a bunion deformed foot perfectly. 


The original 
Fischer Bunion Protector 


Steady, profitable de- 
mand created by more 
than 25 years of con- 
sistent advertising. 

Cash in on Fischer 
Protectors . . the 
original bunion pro- 
tector . . . Let the 
public know that you 
carry the original 
Fischer . . . avoid 

imitations. 


\ 


Same foot and shve 


This cut shows How 
restored to normal 


bunions distort ‘a 
shoe worn without ' appearance with 
a Fischer Protector. =e Fischer Protector. 


The original Fischer Protector is self adjusting, and can be 
worn over or under the stocking. It fits readily in any low shoe 
and brings instant relief to women or men with bunions or 
large joints. Ask your jobber or us for prices. 


THE FISCHER MANUFACTURING CO. 


647 West Virginia Street Milwaukee, Wisconsin 
Sole makers of the original Fischer Protector 





To Shoe Store Owners 
and Managers 


AFREE Booklet 
Aew Siyles in 


SHOP SEATING’ 


END for this Book now so you will have it when considering 
seating for your shop. Thirty-two pages of seating sugges- 
tions for modern shops. Helpful and practical. Shows you 

the economy of installing American Interlocking chairs. How they 
beautify your shop. Enable you to comfortably seat more custom- 
ers with greater speed. It will pay you to consult this book be- 
fore buying. Send for your free copy. Use the convenient coupon. 


American Seating eeepan’ 


Makers of Seatin Shoe Stores, Schoo 
Churches poy pie Audierives. % 
General Offices: GRAND RAPIDS, MICHIGAN 
Branches in All Principal Cities 


cabana Tia MAIL THIS COUPON-.-------- 


AMERICAN SEATING COMPANY 
Grand Rapids, Michigan (asie) 


Please send me without obligation, your FREE 32-Page Book, “New 
Styles in Shop Seating.’ 
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without a 


shadow of a 
doubt... 


shape is 
important 





and if you don’t believe us—ask 
Flo. Ziegfeld. He’s capitalized it. 


All joking aside — most people 
know that shoe trees are the only 
effective means of keeping shoes in 
shape—but they need to be re- 
minded now and then. Suggest 
Miller Trees with every shoe sale. 


O.A. MILLER TREEING MACHINE CO. 
BROCKTON, 
MASS. 


MILLER 
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The sport shoe is going to be pre- 
dominantly white and simple. 

Pumps for all occasions—morning, 
afternoon and evening. The pump has 
always been the most popular Paris 
shoe. The pump is a grand shoe. You 
cannot camouflage it. It has got to be 
quality—it has got to have good leather. 
Quality is something we should have 
more of. We are used to it and look 


for it in the cigarettes we get, friends | 


we have, books we read, music, etc. We 
have talked so much price I am sick of 
seeing price stressed. If all news- 
papers of the nation talked about baby’s 
teeth, we would have the most baby’s- 
teeth-conscious world. We should talk 
about quality to build up confidence. 
You cannot reap a harvest until you 
plow the field. 

Evening fashions are very romantic 
and feminine. Evening slippers have 
been retreating under the hem of the 
gown. The evening slipper is impor- 
tant, however. 

In expression of the triumph of style 
in shoes, Madame Hamilton Jeffries, 
fashion editor of the Boot AND SHOE 
RECORDER, presented a pageant of 
spring styles, demonstrating the cor- 
rectness of dress colors and footwear. 
Fourteen complete color ensembles, em- 
phasizing the mode for spring, were 
interpreted in a practical showing. She 
said in part: 

“We have color as we have never 
had it before. We must have it be- 
cause we need it. Take any child and 
put red on it, and that child is vibrant. 
If you put beige and pink colors, that 
have no vibration in them, you might 
as well expect that child to fall asleep. 
The colors that have been given to us 
for spring are used as vibration and 
tonic to our American public. Every 
merchant should, in his window and ad- 
vertising, display some of the brilliant 
colors for the psychological effect on 
the customer. 

“We will have a longer white season 
than we have had for a long tme. Me- 
dium brown is taking the place of the 
beige shoe. In fabrics the beige cos- 
tume is coming through. We note beige 
fur is going on spring coats. When 
you get beige fur on coats, it brings 
them into the expensive line. 

Watch your clothing and style trends 
to find out whether the things you are 
hearing about are within your radius of 
price. 

“In today’s pageant I have had the 
greatest cooperation between dress and 
hat houses and shoe men. It has been 
the happiest time collecting this exposi- 
tion of fashion, because everybody for- 
go their own prsonal feelings and did 
everything to help. I had any amount 
of cooperation. If we can live together 


in such unity, we then become an ex- 
ample to every other trade.” 


Color Lifts All Fashion into Spring, 1932 


@ [CONTINUED FROM PAGE 16] 


director of the Textile Color Card As- 
socation of the U. S., Inc., said: “Dra- 
matic changes are taking place on the 
stage of fashion. These changes are 
evolutionary and not revolutionary, as 
was feared by many a few short months 
ago, when the spotlight was thrown on 
that all-star revival of ‘Much Ado 
About Millinery.’ 

“It has been said that ‘change is the 
only permanent fashion in America,’ 
and yet from out of this paradox, our 
industries derive their greatest stimula- 
tion. Out of ‘permanent change’ comes 
industrial opportunity. 

“In these days of depression, indus- 
try is faced with the economics of color. 
It can be an asset or a liability. Only 
through cooperative group promotion 
and intelligent coordination can we 
hope to achieve the safe and profitable 
merchandising of colors. 

“The allied shoe and leather indus- 
tries were among the first to vision 
the economic benefit derived from 
group thinking and group promotion of 
color. They have shown, through the 
leaders in their industries, that intel- 
ligent color coordination and group ex- 
ploitation is sound and _ industrially 
profitable. 

“The shoe colors are in three classi- 
fications, high style, classic staples and 
‘sun colors.’ The last group, an inno- 
vation, for it is the first time the 
Joint Committee has promoted brilliant 
summer shades. 

“Now for a brief color forecast of 
the garment and millinery colors that 
fashion will sponsor for spring, which 
is, after all, the setting for the shoe. 

“These I divide into the following 
classes: 





I. TOWN WEAR 


BRowN—will again be an important 
style favorite. The light creamy browns 
are a new spring note. The reddish 
browns and rusts will carry over and 
dark chocolate tones will again be used 
in combination with bright colors, such 
as green, orange, yellow and new rust 
shades, dead white, and the new 
bleached and sour cream whites—also 
the new pinkish beiges. 

BLues—Blues give every indication of 
holding even a much more important 
position than last season, both for high- 
style and volume. This will be quite 
in keeping with the place that the en- 
tire game of blue occupied this sum- 
mer in Paris fashions. They will range 
from medium blues of very slightly 
violet cast to light navies and brilliant 
tones. 

BEIGES—AIl eyes are watching their 
development, and their return as a 
high style note is expected. Surely they 
are casting their shadows before them 
via Paris, but they will have to have 
a new tempo if they are to succeed. 





Margaret Hayden Rorke, managing 






The very smartest note they preface 
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is the off-white or new flesh beige—and 
this deepening into the blush and slight- 
ly pinkish notes. Champaign and sandy 
beiges will come under more of the 
staple classification. 

GREENS—The smartest renditions will 
be the new light olive tinted and al- 
mond greens—the bright Hollywood 
tones and the medium soft greens of 
slightly bluish cast. 

ReDs—The new popular color. Smart- 
est renditions will be the raspberry 
reds and the tropical vivid tones yel- 
lowish in cast. 

GrAYS—For high style only, and in 
light tones or contrasting light and 
medium shades. No indication of grays 
being a volume color at this time. 

PuRPLES—Always a sporadic shade. 
At present no signs of increasing in 
style value—whenever it blooms it gen- 
erally dies quickly—always a color to 
be wary of. 

BLAcK—AIl black will not be as much 
as in former seasons. All black and all 
white combines in almost half and half 
combinations will be very smart, .and 
black relieved with the new flesh beiges, 
bleached white, new olive tones, light 
blue and other pastel shades, also bril- 
liant shades, such as bright green. 


II. RESORT AND SPORT COLORS 


WHITE—Will be abundant, but will 
usually be relieved with color or black. 

BLUES—AIl shades will be next in 
importance to white. Light and dark 
shades combined, and pastel blues, also 
the brilliant yacht blues. 
BRIGHT REDS, BRIGHT GREENS—Will 
also be extensively used with white. 
These two colors, also bright blue and 
navy, will form the leading color note 
for short jackets, berets and sport ac- 
cessories with the all-white frock. 
YELLOW and ORANGE shades will be 
smartly used and give promise of more 
popularity than a year ago. They do 
not promise to be as big a volume color 
as blues, reds or greens. 
The new OFF-WHITE shades, such as 
the flesh beige—bleached white and 
sour cream shades—will be used alone 
and in combination. 


III. EVENING COLORS 
WHITE—Very important. 
The pastel shades: 
PALE BLUE—Smartest next to white. 
PALE PINK 
PALE WATER GREEN 
BLACK and WHITE. 
Not so much all black as formerly, 
but smart as usual. The darker eve- 
ning shades smart for fall, will decline 
and give way to white and pastels. 
Brilliant red, green, yellow and vig- 
let will also decline as summer ad- 
vances in favor of paler shades. 





[TURN TO PAGE 64, PLEASE] 
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ACTIVE Smarty Shod Feet 
must be at ASE 


The BOX TOE has a direct bearing upon 
the correct interpretation of styleful shoe 
designs. Celastic—The Quality Box Toe, 
not only faithfully reproduces the style 
and contour of the toe of the last but 
also provides that flexibility so necessary 
to the comfort of the wearer. Celastic 
puts the style and individuality of your 
footwear before the eyes of the pros- 
pective customer in a manner that wins 

. instant admiration. There is a Celastic 
box toe of just the proper weight to suit 
every type and grade of shoe. 


THE QUALITY BOX TOE 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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. The romantic mode is given full 
reign for evening—here elegance is su- 
preme and the period influence upper- 
most. Evening slippers must be in 
complete harmony with the epoch of 
elegance. Nuder and nuder grow the 
backs of gowns with their harness 
treatments—while the sandal will be 
much in vogue, the newer note with the 
abbreviated backs is offered in the plain 
slipper, so as to form a sharper con- 
trast. Very definitely the colonial idea 
—the opera pump with large tongue 
and strass buckle is coming to the fore. 
Satin and crepe de chine alone and in 
combination, dyed to match the gown 
(with the exception of the white gown, 
when red, blue, emerald and other 
bright colors are used) will no doubt 
be the largest evening fabric media. 
An extremely high style note is the 
very open sandal with ribbon fastenings 
that tie quite high on the leg. Silver 
and gold trimmings will combine as im- 
portant slipper treatments. Black and 
silver and black with silver and gold 
combined will again be favored. 


IV. HOSIERY 


In stockings the darker tendencies 
will prevail. The sunbrown and sun- 
tanned shades will be favored for all 
sport, beach, country and even town 


Color Lifts All Fashion into Spring, 1932 
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wear in mid-summer with white and 
colored shoes. The greige-beige, me- 
dium beige, blonde doré and beiges with 
slightly mauve cast will be favored for 
town wear, also the light taupe and 
dark tourterelle shades. 

Quite dark stockings will be. -worn 
with the brilliant jewel toned evening 
slipper. The tanned flesh and ochre 
shades will be sponsored for evening 
with pastel colors. The coppery brown 
hose is a new note. In short, with the 
increasing popularity for mesh stock- 
ings, the colors can well afford to be 
deeper because they lighten on the leg. 
The hose can be darker than the shoe 
and be smart. 

But I cannot close my color chat 
without a plea for your support and 
cooperation, when the allied trade as- 
sociations of your industries and their 
leaders are laboring so earnestly and 
loyally in their endeavor to help the 
shoe and leather industries in these days 
of great economic and industrial stress. 
The work of the world today is being 
done by groups. You are a part of a 
group whose aim is to coordinate and 
cooperate. If you have apathy or antip- 
athy to the group or collective move- 
ment—throw it overboard—for you, as 
an individual, will be weak without the 





power and strength of your group. 








Shoes Seen at Yale Game 


New HAVEN, CONN.—Georgia played 
Yale in football last Saturday, and 
the Southerners came through and won 
to the tune of 26 to 7. In spite of the 
one-sided score, it was a good game, 
and being the first major game of the 
Eastern season a crowd of about 70,000 
people filed into the Bowl at New Ha- 

The weather was perfect for football, 
a crisp, clear and cool autumn day, and 
everyone turned out in his or her new 
fall clothing. It was a noticeably well- 
dressed crowd packed in this huge 
arena, and certainly in this particular 
gathering there was little evidence of 
a business depression. Expensive cars, 
expensive clothing and high-priced shoes 
were very much in evidence. 

There are three classes to be ob- 
served at all these games: the New 
York crowd, composed of the people who 
come up from the city and are dressed 
in a typical New York manner; the 
country crowd, that is, those living in 
Westchester and along Long Island 
Sound, who invariably attend the game 
in sports apparel; and, last but cer- 
tainly not least, there is the college 

group. The styles popular with this 
class constitute an important influence 
affecting shoes. 

The men coming up from New York 
were dressed for the most part in 


well in the lead along with materials 
of different shades of gray, both dark 
and light. Both black and brown shoes 
were equally prominent, all being ox- 
fords of medium weight, some plain 
toes, some wing tip, the custom last be- 
ing very popular. Solid color top coats, 
tweed coats and the camel’s hair polo 
coats were worn. Brown hats of differ- 
ent shades seemed to have an edge over 
the gray, the snap brim style being the 
most popular. 

The “country crowd” was conspicu- 
ous for its sports attire, some wearing 
gray flannel slacks with odd tweed 
jackets, others heavy tweed sports 
suits. Heavyweight Scotch grain shoes 
were popular in wing tip models with 
perforations, and the straight tip mod- 
els, both in black and dark brown, while 
the moccasin type oxford, by virtue of, 
the number seen, still remains as a 
true sportsman’s shoe. 

Heavy tweed suits, sturdy brogues, 
camel’s hair polo coats and brown hats 
in the snap brim model characterized 
the college man at this game. These 
lads like garments that are serviceable 
but at the same time smart looking. 
Odd jackets and gray flannel slacks 
were worn by many, and also regular 
business suits in different shades of 
browns, blues and grays. 

Cordovan shoes seem to be coming 
into prominence, and a surprising num- 


Ads Echo the Battle of Price 
[CONTINUED FROM PAGE 44] 


< 
You'll hardly believe they cost only four 
dollars unless you are well acquainted 
with Baker’s habit of presenting double 
value at this price.”"—-BAKER’S, New 
Orleans. 

“It is a well-known fact that this 
department has sold shoes at two prices 
only—$6 and $7.50. Therefore it is 
easy to see the great savings that can 
be had during this sale. Every pair 
in this tremendous $15,000 stock of new 
Fall shoes must be sold in just a few 
short weeks. This mean tremendous 
savings to you. Out*they go.”—-THE 
MIRROR, Atlanta, Ga. 

“More Shoe Value For Your Dollars! 
$6.35. Whether you’re longing for opera 
pumps or coveting straps or oxfords, 
you'll find them all in this special Jubi- 
lee offering—priced surprisingly low!” 
—KLINE’S FOURTH FLOOR SHOE 
SALON, Cincinnati. 

“A birthday comes but once a year. 

. . But VALUES like these come 
but once in 50 and 1 years! More than 
$600,000 worth of brand new Fall and 
Winter fashions . . . all specially se- 
cured from cooperating makers .. . 
ALL priced without regard to profit.” 
—SONNENFELS’S, St. Louis. 

“While they last! Literally hundreds 
of latest Fall patterns and colors to 
choose from! Here is your chance to 
make a genuine saving by buying at 
least two or three pairs at this astound- 
ingly low price! High, low or Cuban 
heels. $2.95 pair."—NISLEY, Cleve- 
land. 

“School shoes at lower prices. We 
made a timely purchase of 460 pairs 
growing girls’ oxfords and one-straps. 
These are regular $5.00 values! If you 
haven’t got the ‘Edwards’ habit on your 
children’s shoes get it now! It will 
save you money! $2.95.”"—EDWARDS, 
Atlanta. 

“Charmi new Fall shoes bought 
especially for this event! All quality 
shoes . . . the utmost in style and 
precision . . . ata price that does not 
begin to bespeak their actual value! 
It will be thrifty to buy several pairs 
of these fine shoes at this price. $5.95.” 
—SCRUGGS VANDERVOORT BAR- 
NEY, St. Louis. 

“Enthusiasm will be keyed high for 
this remarkable sale—because we've 
keyed the price to a level that hundreds 
can’t resist. At $5.00 they’re one of 
the best sellers among quality shoes 
. and at $3.85 you know what will 
happen!”—FAMOUS-BARR, St. Louis. 





Convention Reservations 


St. Paut—More than 15 reservations 
for display in the Hotel Saint Paul 
for the convention of the N. W. Shoe 
Retailers Regional Association are re- 
ported to date by Secretary H. S. Mc- 
Intyre at 2642 University Ave. Some 
100 rooms have been reserved on 8th 
to 12th floors in the hotel for the con- 








business suits, with brown appearing 








ber of well dressed boys wore them. 
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UNEXAMPLED VALUES 








to retail at 


READY 
TO SHIP 


R 836 Black Calf 

R 837 Brown Calf 
Favorite Last 

A to D—6 to 11 










R 832 Black Scotch Grain 
R 833 Brown Scotch Grain 
Favorite Last 

A to D—6 to 1i 






R 834 Black Scotch Grain 
R 835 Brown Scotch Grain 
C and D—6 to ll 


Western Representatives ¢ ROSSETT 
A. F. Medine, 573 Hayward Hotel, Los BOSTON OFFICE AND SALESROOM 
Angeles; Chris E. Nelson, Hotel Gowan, Ss H O E C oO , 212 ESSEX STREET, BOSTON, MASS. 


Seattle, Wash. FACTORY, AUGUSTA, ME. 
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LIBERAL 
PROFIT 


ROSSETT has always 
stood for quality 





To Retail at $5 


shoes. It does today. 


But never in Crossett history have we 





been able to offer so much in shoe ex- 





cellence at so little cost. 





These three very smart and timely 


models are typical of the 


18 NEW STYLES STOCKED 
FOR FALL 
in CROSSETT and LEWIS Lines 


Rush Shipments Are Our Specialty 


58 IN STOCK STYLES 
SHOWN IN OUR NEW 
FALL CATALOG 





Write Now for Your Copy To Retail $6-$9 











65 











ys 






je aT gy 


Fg in 


at 





ls it where they are sure to 


SEE IT? 


y-... ADVERTISED goods will sell 


many times faster when properly 


DISPLAYED. 


This applies particularly to Dr. Scholl's 
Aids for the Feet. Seven in ten people 
HAVE FOOT TROUBLE in one form or 
another! These people are 
all potential—many are reg- 
ular—buyers of Dr. Scholl's 
Aids for the Feet. The 
greater the number who 
SEE your Dr. Scholl Cab- 
inet, THE MORE YOU 
WILL SELL. Our $1,500,- 
000 advertising campaign 
is your surest guarantee of 
that. 


Every EXTRA sale you 
make this way is just that 





much EXTRA PROFIT, and it is extra day- 
by-day sales of many dependable items 
you carry, like Dr. Scholl's, that offer the 
quickest, surest way to speed up pros- 
perity for you. 

And so we ask about your Dr. Scholl 
Cabinet, "IS IT WHERE 
THEY ARE SURE: TO SEE 
IT?" Give it a preferred, 
outstanding place in your 
store, and it will pay you 
handsomely for the little 
space it takes. 


If, by any chance, you 
haven't a Dr. Scholl Cab- 
inet in your store, you owe 
it to yourself to get one 
immediately. Let us send 
you the proposition. 


THE SCHOLL MFG. CO., Inc. 


Largest Manufacturers of Foot Specialties in the World 
213 W. SCHILLER ST., CHICAGO 


62 W. 14th STREET, NEW YORK 


112 ADELAIDE ST. E. TORONTO 
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NATIONAL NEWS 








q HOW’S BUSINESS? > 


August Production Gains 


WASHINGTON, D. C.—The Census Bu- 
reau figures on August shoe production, 
released this week, again show a marked 
increase over the corresponding month 
last year, the total for the month being 
33,444,135, as compared with 28,429,- 
243 in August, 1930. The August pro- 


PRODUCTION OF BOOTS AND SHOES 


AUGUST, 1931 
PROOUCTION OF FOOTWEAR, OTHER THAN RUBBER, BY MONTHS 


1929, 1930 AND 193! 
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ay 
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2/8181 818 


duction also showed a seasonal increase 
over the total for July of this year, 
which amounted to 28,614,210 pairs. 
Production this year for the period from 
January to August, inclusive, shows a 
gain of 4.9 per cent over the total for 
the same period in 1930. 

August production of men’s shoes was 
nearly a million and a half pairs greater 
than that of August, 1930, and women’s 
shoe production showed a similar gain. 
Gains were also indicated in the produc- 
tion of boys’, girls’ and infants’ shoes. 
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SATURDAY, OCTOBER 17, 1931 











EVERY WEEK 





Regals Reduced from $6.60 to $5.85 


BostoN—The Regal Shoe Co., which, 
since 1923 has sold its shoes to the pub- 
lic at one fixed price of $6.60, on Oct. 
9 put into effect a price reduction of 
75 cents a pair. The new retail price 
in the more than 100 stores owned by 
this company is now $5.85, a figure 
which reflects not only the lowered 
level of commodities generally, but 
also the conviction of the management 
that radically higher price levels can- 
not be expected for some time to come. 
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SHOP TALK 


By 
H. F. B. 


Looking over advertisements 
Of retail stores in general 
And shoe stores in particular 
The conclusion is drawn 
That a lot of merchants 
Think the public 

Must be composed 

Of morons, mainly. 


We wonder at times 
What a merchant thinks 
When he advertises 

$12 shoes for $6? 

He knows darn well 
That the shoes 

Aren’t worth $12 

But he seems to forget 
That his customers 
Know it too. 


The plain fact is 
That the truth about 
Price reductions 
Has been stretched 
Beyond the limit. 


And the dear public 

Reads the big ads 

About such reductions 
With its tongue in its cheek 
And saves its money 

To pay premiums for seats 
To the best shows. 








In connection with this reduction in 
price, Elmer J. Bliss, chairman of the 
board of the Regal Shoe Company, 
says: 

“By lowering the price of every pair 
of Regal shoes from $6.60 to $5.85 we 
are merely continuing our fixed policy 
of giving Regal customers the benefit 
of any reduction in the cost of raw 
materials. In the present instance, the 
benefit takes the form of a price reduc- 
tion. 

“The new $5.85 price for Regals is 
the lowest since the year 1917. In 
1920, when we had several retail prices, 
they averaged $10.85, and in 1921, ona 
falling leather market, they averaged 
$8.45. In 1922, with considerable as- 
surance of an increasing stability in 
the leather market, we abandoned our 
multiple-price basis entirely, and re- 
turned to our original one-price basis, 
fixing the price at $6.80. The follow- 
ing year, which brought still further 
reductions in raw materials, we set our 
price at $6.60, where it has stood for 
eight years until now. 

“IT am making no predictions about 
the future costs of raw materials, ex- 
cept to say that we wouldn’t have 
taken this important step of price-re- 
duction unless we were pretty sure 
there will be no important advances in 
costs for quite some time.” 


Larger Shoe Department 


BuFFALO, N. Y.—Flint & Kent have 
announced the opening of an enlarged 
department on the street floor for the 
sale of women’s footwear. With the 
shifting of various street floor depart- 
ments to other sections of the Main 
Street department store about 50 per 
cent additional floor space has been 
made available for the footwear shop 
featuring lines retailing from $10.50 to 
$22.50. 

New fixtures have been installed, to- 
gether with an attractive lounge. 











> THE PURPOSE OF BUSINESS IS PROFIT 4 





Marott Empioyees Elect ° 


INDIANAPOLIS—Members of the Ma- 
rott Shoe Shop Employees Mutual 
Benefit Association elected the follow- 
ing officers at their annual meeting, 
Wednesday night, Oct. 6, held at the 
Sherman Inn. 

Harry E. Frame, president; Joe 
Renner, vice-president; George I. 
Thompson, treasurer, and Helen Du- 
gan, secretary. Directors of the or- 
ganization were also elected, as fol- 
lows: Helen Robison, Yetta Goldsteine, 
Robert H. Payne, H. E. Tolbert, Fred 
~ Orman, L. H. Noble and F. M. Pac- 
or. 

After the election of officers the 
usual dance was held. This year it 
was decided to give a hard time dance, 
and all members dressed accordingly. 
There were no refreshments, but plenty 
of entertainment. The Marott orches- 
tra furnished the music, and Walter 
Vernon, a professional dancer, did one 
of his special tap dances. Noel Moon 
and Kenneth Grigsby entertained the 
members with several numbers on the 
guitar and mandolin and Mr. Moon, a 
professional harmonica player, gave 
several numbers on his harmonica. In 
addition to members, a number of in- 
vited guests were present. 





Selling Out 


MINNEAPOLIS—Arch-Aid Shoe Shop, 
37 South Ninth Street, H. R. Schwelder, 
proprietor, is sacrificing the stock of 
Menihan shoes in three price groups, 
$5.95, $7.95, $8.95, because the store 
must be vacated by October 31. 





New Diamond Store 


New Lonpon, CONN.—The Diamond 
Shoe Stores chain, with headquarters 
in Hartford, has opened a branch at 
120 State Street here. 
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Dates Ahead 


Annual Convention, Tanners’ Council of 
America, Edgewater Beach Hotel, Chicago, Oc- 
tober 22-23. 

Annual Convention, National Boot and Shoe 
Manufacturers’ Association, Hotel Commodore, 
New York, November 16. 

National Seasonal Opening and Shoe Display 
Week of the National Boot and Shoe Manufac- 
turers Association Hotel Commodore, New 
York, November 16 to 20. 

Annual Convention, National Shoe Retailers’ 
Association, Chicago, January 4, 5 and 6, 1932. 

Boston Shoe Show, Hotel Statler, Boston, Jan- 
uary 11, 12 and 13, 1932. 

Middle Atlantic Shoe Retailers’ Association 
Convention, Hotel Adelphia, Philadelphia, Jan- 
uary 18, 19 and 20, 1932. 

Northwestern Shoe Retailers Association Con- 
vention, Hotel Saint Paul, St. Paul, Minn., Jan- 
uary 18, 19 and 20, 1932. 


— as 
Opens Show Rooms 


NEw YoORK—Eton Shoe Co., Inc., of 
144 Duane Street, have opened in-stock 
and show rooms, featuring a complete 
line of women’s novelty footwear. 

Louis Plapinger and Allen J. Cantor, 
formerly of Ajax Shoe Co., will super- 
vise and manage this new undertaking. 











F. J. Brown a Bank Officer 


DuBois, PA.—Fred J. Brown, presi- 
dent and general manager of the Brown 
Boot Shops, established in various west- 
ern Pennsylvania and _ southwestern 
New York towns, has been elected vice- 
president of the Union Banking and 
Trust Co. of Dubois. He has been a 
director of the bank since 1919. 





Open Basement Department 


HARTFORD, CONN.—The Smart Shop, 
1031 Main Street, formerly Besse’s 
Store, has opened a new shoe depart- 
ment in the basement. 


Rochester Merchants Henor Patton 


RocHEsTer, N. Y.—Thirty shoe mer- 
chants, members of the New York 
State Shoe Retailers’ Association, at- 
tended a luncheon and reception given 
in honor of the newly elected president, 
Jesse L. Patton, of Schenectady, Thurs- 
day, Oct. 1, at Powers Hotel. From 
out of the city were ex-President E. N. 
Park, of Syracuse; J. J. Conniff and 
Director Charles G. Patton, of Geneva; 
first vice-president Henry Merton 
Smith, of Penn Yan, and Director 
Charles E. Knox of Batavia. The Roch- 
ester officers and directors of the State 
association were present. 

President Patton appointed a com- 
mittee of which Don J. Burke is chair- 
man to contact the larger manufac- 
turers and point out to them the impor- 
tance of urging their retailers in New 
York State attending the fourteenth 
annual convention next September at 
Elmira. Several manufacturers were 
invited to corral their retailers at the 
recent Schenectady convention, but only 
one responded. This company brought 
out about fifty merchants who special- 
ize in their named shoes. An executive 
of the company said that the good they 
got out of the State convention was 
equal to that obtained at their own 
private meeting on Tuesday evening, 
after the big convention was over. 

It was decided to send a message of 
condolence to Director C. H. Barton, of 
Buffalo, who was seriously injured in 
an auto collision while on his way 
home from the Schenectady convention. 





Fire Damages Store 

INDIANAPOLIS—The M. B. Shoe Shop, 
one of the oldest business establish- 
ments in Gary, Ind., was damaged to 
the extent of $30,000 Monday night, 
October 5, by fire which followed an 
explosion. Origin of the explosion has 
not been determined. 











FOR NUDSES 
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STYLISH 


62 Different Sizes 
AAA to D 


The only exclusive 
Goodyear Welt or- 
ganization in the St. 
Louis district. 


AOR Orb; 


"THE JUVENILE SHOE CORPORATION 


In Stock 
WHITE OXFORD FOR NURSES 





OF AMERICA : 
MISSOURI 


Style 400—White Elk 


White Darex Sole. 
914,/8 White Gristle Heel. 


80 Last. Medium Round Toe. 


Sizes—5/9 AAA to AA 
4144/9 AandB 
3144/9 C and D 


Send for Our Complete Stock Catalog 


Our terms are 5/10 days, net 30 days. 
West of the Rockies and East of the Alle- 
ghany Mountains 5/20 days, net 40 days. 


See our display, Room 744, Commodore 


Hotel, New York Style Show, 
November 16 to 20. 
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This Back Cover for October HARPER'S BAZAAR 
is one of the Big Shots in the OncQ- 


Style Campaign... 















Onco Upper Stock is awakening wide interest among im- 
aa shoe manufacturers—not only by advertising in 
eading style magazines but because of the supremely 
attractive designs in which ONCo is offered and the high 
quality of the material itself. You'll be interested in seeing 
new samples. 

Onco Innersoles already are firmly established in footwear favor. 





NEW YORK ATLANTA 
BOSTON SAN FRANCISCO 
CHICAGO MONTREAL 

PARIS 
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WHERE TO BUY 
Men’s Shoes 
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In Stock Service 
F, M. HOYT SHOE CORP. 


eames iG, Manchester, N.f. 








“A MAN’S DECISION” WEL 


THE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. ass. 
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FoR MEM 
M.A. PACKARDCO., Makers (P) 
BROCKTON 











NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 


























“HIGHEST GRADE ONLY” 


EAST WEYMOUTH. MASS. U.S.A. 




















O. P. I. 


(Other People’s Ideas) 


Harry R. Terhune 
Field Editor 


Taking an interest in the affairs of school 
children helps to bring in shoe business. That 
is the feeling of the management of Hageman’s 
a store which specializes in children’s shoes, 
located at 88 Main Street, Lockport, N. Y. This 
is the football season when interest among the 
high school teams of western New York runs 
high. It is customary for some of the merchants 
of the city to allow placards, furnished by the 
high school football team management, to be 
placed in their show windows. 

But Hageman’s goes a step further. It has 
become an agency for football tickets just as 
music stores often become agencies for tickets 
covering special musical activities. In black 
lettering on a yellow card, 6 by 9 inches in size, 
placed conspicuously in a window you will read: 
“Support Your Team. Tickets on Sale Here. 
50 Cents.” The store is well located and this 
gives an opportunity for the general public as 
well as school children to purchase tickets be- 
fore games. 





Merchants Honor Stokes 


NEw HAVEN, CONN.—An even hun- 
dred of New Haven’s prominent busi- 
ness men gathered at an informal din- 
ner at the Hotel Taft, Oct. 8, to pay 
honor to Sidney Stokes, veteran shoe 
retailer, who was responsible for the 
success of “New Haven Day,” a mer- 
chandising event which resulted in the 
spending of a million dollars in the 
Elm City’s stores. 

Mr. Stokes, who is proprietor of the 
Walk-Over Shoe Shop, 930 Chapel 
Street, is president of the retail mer- 
chants’ division of the New Haven 
Chamber of Commerce, and it was in 
that capacity that 
he headed the “New 
Haven Day” com- 
mittee. 

The dinner was 
served at 6:30 in 
the Palm Room of 
the Taft, followed 
by a vaudeville 
program, present- 
ed by talent ap- 
pearing at a New 
Haven theater. The 
speaking program 
then got under way. 

“New Haven Day” was declared to 
have been the greatest single sales day 
in the city’s history, and major credit 
for its success was given to Mr. Stokes, 
who replied that the work of the com- 
mittee as a whole had made the event 
possibie, and not his individual efforts. 
Speakers stated that the shoe dealer 
had succeeded in getting the merchants 
together in cooperative effort more 
thoroughly than ever before in history. 


SIDNEY STOKES 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





€ “RADIO-TYME”’ o 


TO RETAIL AT $3, $4 & $5 


<“RADIO- HOUSE 
TYME’ SLIPPERS 
Reg. U. S. Pat. Off. In Stock 


CATALOG ON REQUEST 
L. B. EVANS’ SON CO., Wakefield, Mass. 
o G 





ww 











HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
on the market in the popular price 


clase. Samples on Request 


VINCENT HORWITZ CO., Inc. 
64-76 W. 23rd St. New York City 

















* .C775—All sizes in stock 
P _ immediate delivery. 
aaa W rite for circular de- 

ing comp line 
Rest-Rite Slippers. 
thietic Shoe Co. 
















© L. B. EVANS’ SON CO., Wakefield, Mass. Oc} 

















HAVERHILL, MASS. 
Men’s Full Leather Lined 
H Slippers 

Priced from $1.85. 
Kid Pullman Slippers, 
colors and Black with 
Snap Pocket $150 
Zipper Pocket $1.70 
Boston Office: 501 Statler Bldg. 
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Your People 


—your customers, present and pro- 
spective, appreciate quality and 
value more than ever in these times. 
It might pay you, as a progressive 
merchant, to investigate St. Louis’ 
trade-tested lines of Men’s, Women’s 
and Children’s Shoes. 

The St. LouisChamber ofCommerce, 
through its Merchandise Depart- 
ment, will gladly give any informa- 
tion desired, or answer any questions 
regarding the St. Louis Wholesale 
Market. 
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bs 9a can see them everywhere — on the streets of 
every city and town and village—those untold 






millions of reminders of St. Louis’ greatest industry. 






—But did you ever hear the inside story of just 
how (within a comparatively few years) St. Louis 






rose to topmost rank as a shoe-manufacturing center? 






Long before it ever manufactured shoes, St. Louis. 






was a major distributing center for all kinds of mer- 






chandise. Its salesmen covered the south, west and 






southwest, wholesaling old established lines. 






They found, all through this territory, a huge, un- 






satisfied demand for something they did not sell, and 






could not buy. A demand for complete lines of Shoes, 






well and honestly made, at prices below prevailing 






levels. Prices which brought profit to the retailer and 






new standards of value to the consumer. 






They undertook to meet this demand 





with St. Louis-made lines of their own. 







Their success is an epic of industry; a 






monument to quality and value; an 






asset to you as a merchant. 






The St. Louis Chamber of Commerce 
and the Industrial Club of St. Louis 
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WHERE TO BUY 
Pullman Slippers 
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VOLUME USERS 





in a variety of imported nuine ain 
leathers in all colors. Packed in different 
shaped pouches. 


M. GUSTIN CO. 
1 116 Madison Ave.. N. Y. 
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WHERE TO BUY 


W omen’s Shoes 


i ele ee id 








CUSHION SHOES 





FOR WOMEN 
THE JOHN EBBERTS SHOE. CO., Inc. 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 


J. P. SMITH SHOE CO. 
Chicago, Ill. 
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WHERE TO BUY 
Modern Misses’ Shoes 


WITH ) 
IN STEP YOUTH 
AND { 


IN STOCK 
Style 


7337—Black Pin Seal 
Pump 




























DOYLES GET RALSTON RIGHTS 


WILLIAM E. DOYLE 


BROCKTON, MAss.—Among the recent 
important developments in the men’s 
shoe manufacturing business is the 
passing of the Ralston Health Shoe 
name, registrations, copyrights, lasts, 
dies and patterns to the Doyle Shoe 
Co. of Brockton, Mass. 

The Doyle Shoe Co., which acquired 
all the rights of the Churchill & Al- 
den Co. in connection with these lines, 
has settled on a policy of marketing 
the well-known trademark shoes of the 
latter company at popular prices. The 
Ralston Health Shoe Makers are said 
to have spent over $1,000,000 in adver- 
tising their brands. 

The Doyle Shoe Co. has pioneered 
the way to popular prices for men’s 
high styled shoes in Brockton and has 


had a prosperous career for the past 4 quality and style. 


twelve years. The company intends to 
continue its present economic policy in 
making and marketing all its products 
including the Ralston and Trupedic 
lines. 

The Doyle company has already 
shipped over 50,000 pairs of the new 
popular priced Ralstons to larger users 
of shoes. A sales policy is in the proc- 
ess of formulation and will soon be 
announced to the merchants of the 


country. 





- Cort Heads Chamber of Commerce 


BrockToN, MAss.—While reluctant to 
accept a third term, B. H. Cort, wide- 
ly known shoe executive of the Stacy- 
Adams Co., last week agreed to the 
persuasion of the local Chamber of 
Commerce directors to again head the 
Brockton organization. 

It was the unanimous opinion of 
the directors that the gains in activity 
and public confidence which the cham- 
ber has made during the past two years 
can be attributed mainly to the aggres- 
sive leadership of President Cort. 

Albert P. Baxendale, well-known ex- 
ecutive director of the O. A. Miller Co., 
was among the vice-presidents elected 


72 





ALBERT DOYLE 


The cordial relation exising between 
the old and new makers of Ralston 
shoes is reflected in the following state- 
ment, made by Frank S. Farnum, for- 
mer owner of the Churchill & Alden 
business: 

“For reasons entirely personal, whol- 
ly divorced from finance, I purposely 
decided to retire from business, at least 
for a considerable time, providing I 
might pass on the Ralston Health Shoe 
trademark, together with lasts and pat- 
terns, to a Brockton manufacturing 
concern, who would appreciate the 
value of this nationally known name 
and what it stands for in the trade and 
to my many personal dealer friends. 

“The Doyle Shoe Co. has carried on 
its grade the same high regard for 
Knowing as I do 
that the price question enters vitally 
into the matter of shoe promotion, I 
feel that the Ralston name is in worthy 
hands. 

“The Doyle Shoe Co. will produce 
at popular prices a standard line of 
Ralston shoes. Knowing the members 
of the firm many years, I can safely 
say that if the public wants Ralston 
shoes at popular prices, no one is bet- 
ter equipped than they to make them.” 
Sales plans will be announced soon. 











Brady Resigns from W. L. Douglas Co. 


BrRocKTON, MaAss.—William Brady, 
for more than ten years identified with 
the employment department and gen- 
eral offices of the W. L. Douglas Co., 
has resigned to enter the sales depart- 
ment of a Brockton automobile agency. 





Plan for Southeastern Convention 


SAVANNAH—Cappy’s Revue furnished 
the entertainment for the first fall 
meeting of the Savannah Shoe Trades 
Association, which was held on Satur- 
day evening, Sept. 26, at the Hotel 





Savannah. 
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4.0 STYLES --- 


that meet every demand for 


Genuine Calfskin, Kan- $ 

garoo and Kid—smart 

patterns tailored to please 

the man who knows and 

demands what is correct in style 

—combination lasts—full leather 
construction throughout. 


This is the Peters answer to 
the present swing to popular- 
priced footwear. A range of 
forty-six numbers—youthful 
and fast, handsomely tailored 
and conservative—a style for 


RETAILERS 


every taste and every occasion. 

The average cost per pair 
to you is $3.25, giving you a 
mark-up of 35%! Where can you 


LP. 


BRANCH OF 





ST. LOUIS 


equal this on a complete 
quality line of $5 retailers 
with Peters Shoe quality 
and Peters Shoe prestige? 
Be sure to see this big spe- 
cialty line of Peters Shoes. Just 
write or wire at our expense for 
a salesman. 

All styles are in stock in sizes 
and widths for quick shipment 
and fast handling of your re- 
orders. Remember, a line to us 
brings our line to you. 
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WHERE TO BUY 
Dancing Shoes and. Taps 








With i rope 


TAP SHOES A 
IN-STOCK 
No. 9780—Black Kid 
$1.70 


No. 9785—Patent 
Leather 






BROOKS SHOE mre, 66. 
Philadelphia 











*& KENDALL'S PP°Uss™"* 


Style No. I! Oatent Lea. 
Women’s 2 to 8, B and C 


00 
Misses’ {1 to 2, B and C 
$1.90 











25¢e. a pair 


Style No. 12 

k Kid 
Women’s 2 to 8, B and C 
Misses’ 11 to 2, B and C $1.65 


* KENDALL SHOE COMPANY * 
HAVERHILL, MASSACHUSETTS 
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WHERE TO BUY 
Spats 


O66 AA 6 





FIT RITE OVERGAITER CO. 
526 S. 3rd St., Philadelphia, Pa. 


MANUFACTURERS OF SPATS 
PRESENT 


FIT RITE SPATS 


$6.50 to $18.00 Doz. 


Felt—Kersey Cloth 
English Box Cloth 
= = and Dark 


“ent Dark 


New Oxford Gray— 
Black—White. 


Samples on request 
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BOND STREET 


Best known, de- 
manded line. Styled in 
England and made in a 
full range of sizes and 
correct colors. Backed by 
powerful radio advertising 
over a Columbia Broad- 
casting System network— 
& Sup pasted by strong mer- 
chandising helps, — 
tive packages, etc. Immediate delivery from 
Write for samples. 







THE WILLIAMS MFG. or 
Portsmouth, Ohio, U. S. A. 
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Department Store Features Shoe Week 


DAYTON, OHIO—A battery of 10 win- 
dows devoted to the latest creations 
in exclusive lines of footwear, featured 
the opening of “Shoe Week” at the 
Elder and Johnston company, leading 
department store of this city. The dis- 
play is under the direct supervision 
of Louis A. Miller, head of the shoe 
department and a recognized authority 
on shoes. 

“Shoe Week” at Elder’s is a semi- 
annual event marking traditional lead- 
ership in women’s and children’s shoes 
in Dayton’s largest shoe department 
and one of the largest in the state of 
Ohio. 


OBITUARY 
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Julius Melle 


RICHMOND, IND.—Julius Melle, 82 
years old, widely known shoe retailer 
here for many years, died recently at 
his home after an illness of two weeks. 
Funeral services were held at St. An- 
drew’s Catholic Church. Mr. Melle 
started in the shoe business in 1869 
with Bernard Maag, their business be- 
ing at one time the largest company 
of its kind in this section of Indiana. 
The partnership was dissolved, and 
Mr. Melle continued in business for 
himself until age compelled his retire- 
ment. He is survived by a daughter. 





Mrs. Jennie E. Darlington Biehn 


WEST CHESTER, PA.—Mrs. Jennie E. 
Darlington Biehn, wife of Henry E. 
Biehn, well-known local shoe merchant, 
was killed when the automobile in 
which she and her husband were rid- 
ing skidded and overturned near 
Waynesboro, Pa., on Sept. 26. Mr. and 
Mrs. Biehn were on their way home 
from Louisville, Ky., where they had 
taken their 17-year-old daughter Char- 
lotte to school. Mr. Biehn was taken to 
the Waynesboro Hospital, suffering 
from a fractured skull and internal 
injuries. Mrs. Biehn was 45 years of 


age. 





George A. Pierce 


MINNEAPOLIS—F uneral services were 
conducted Sept. 30 for George A. 
Pierce, one of the most earnest advo- 
cates of association work among the 
shoe retailers, who died Sept. 28. Mr. 
Pierce was one of the organizers and 
first president of the original Minne- 
sota Shoe Retailers Association. He 
had also been president of the city or- 
ganization. He organized what is now 
the shoe department of L. S. Donaldson 
Co. when he arrived 30 years ago from 
Buffalo, N. Y. He was later owner 
of the shoe department of E. E. At- 
kinson & Co. and for years had his 
own shoe store on Nicollet Avenue and 
later at 37 South Ninth Street. Mr. 
Pierce was 68 years of age. He is sur- 
vived by his wife and daughter, brother 
and sister. 
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THEY WANT TO KNOW 
WHERE TO BUY- 





RECORDER subscribers daily ask us where 
to buy shoes and many other items con- 
nected with the operation of their stores. 
Following are some of the inquiries received 
this week. 

Parties interested in supplying these wants 
should address The Inquiry Dept., BOOT & 
SHOE RECORDER, 239 West 39th St., New 
York, N. Y. These replies will be for- 
warded to the inquirers. In each case please 
refer to the code identifying number. 

N 405. Boy’s Romeo slippers from stock. 

N 406. Ladies hand bags to retail from $5.00 
upwards. 

N 407. Jingles for Tap shoes.° 

N 408. Loose leaf stock books for shoe 
stores. 

N 409. Popular price Indian Moccasins. 

N 410. Women’s high white bal type 
sneaker at about 60c. or less. 

N 411. Schools where chiropody is taught. 

N 412. Complete line of popular priced 
men’s, women’s and children’s shoe 
fixtures. 
N 413. Wants list of Union Stamp factories. 
N 414. Women’s novelty shoes in narrow 
widths retailing at $3.00. 
N 415. Lease an X-ray machine, or buy a 
second hand one reasonable. 
N 416. All leather upper basket ball shoe. 
N 417. Ballet slippers for export trade in 
Europe. 

N 418. Genuine Alligator shoes to retail at 
$6.00. Also spectator sport shoes 
to retail from $6.00 to $8.00 











W. Dunn Carhart 


W. Dunn Carhart, for many years a 
traveling salesman in the employ of 
the Sherwood Shoe Co., of Rochester, 
died last Sunday. He came to Roch- 
ester from the South, and after locating 
with Sherwood sold shoes in Dixieland. 
His funeral on Tuesday was largely at- 
tended by shoemen. 





George L. Bonham 


Kokomo, IND.—George L. Bonham, 
67 years old, retail shoe merchant here 
for years, died recently. Funeral ser- 
vices were held at Hartford City. Mr. 
Bonham had been engaged in the shoe 
business in Anderson, Hartford City, 
Montpelier, Upland, Bedford, Logans- 
port, Flora and Kokomo. Four chil- 
dren survive. 
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FABRICS 
wae Enduring Beauty 


Len shoes and slippers are chosen to 
give assurance of wearing quality, one 


of the first things a buyer asks is, “Are they 


Teardrop D’Orsay, made of 
Skinner's Crepe, with gold 
kid binding and trim. 


made of Skinner's?” 


To this question the Daniel Green Company 


Colawial beldige Siisper have replied in the affirmative for over twenty 
made of Skinner’s Moire 
Crepe, with Skinner’s Satin 
fYoTe loll mello Ml olohv a 


years on all their satin and crepe numbers. 
They are exponents of the belief that low 
prices, as such, have but little magic in the 
average market. Extra values alone attract re- 


luctant dollars. 


“LOOK FOR THE NAME IN THE SELVAGE” 


Adjustable buckle back strap 






Mule, made of Skinner's 
Satin with gold kid heel 
piece and gold kid ap- 


WILLIAM SKINNER & SONS 
43-45-47 E. 17th Street, New York City Established 1848 


plique trim. Chicago Boston Philadelphia Los Angeles 
Foreign Agents in leading countries 







THREE NEW FALL STYLES 
by Daniel Green Company 





SHOE SATIN 
SHOE CREPE 


SHOE FAILLE 
sSHOE MOIRE 
“’VRILLE ‘" 
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WHERE TO BUY 


Children’s Footwear 











CHILD 
LIF 


High Grade Goodyear 
Welt Shoes in Stock. 





Wiswell-Everston Shoe Mfg. Co. 
Cedar Grove, Wis. ‘ 











MRS. veigapaiies IDEAL BABY 


SHOE CO. . 
Soft Soles — Inter- 
mediates. Hard 
Soles— infancy to 
four years! 


Danvers, Mass. 














Children’s Fine » Goodyear Welt Shoes 


THE GILBERT. a co. 
THIENSVILLE, 


Manufacturers Watching Credits 


PHILADELPHIA—The Standard Shoe 
Co., which recently moved to larger 
quarters in order to take care of in- 
creased business, is now settled and 
production is in full swing. A. Bar- 
bakoff, buyer, reports business good, 
with suede going best. All styles are 
about on a par, with no one outstand- 
ing. 

Michael Goldenberg, of the Brooks 
Shoe Mfg. Co., this city, reports a good 
volume this season, with production 
about 80 per cent of capacity. 

“We had a bigger year in football 
shoes this season over last, and I at- 
tribute it to our new model with the 
patented removable cleats. This model 
has taken very well and was a big 
seller. Our baseball models also went 
better this season. These shoes are 
also a patented line which we prepared 
for next spring’s playing.” 

Brooks & Co., along with many other 
shoe manufacturers, have curtailed 
credit to the retailers and have become 
strict with their accounts. Price cut- 
ting and “throat-cutting” business 
methods of the retailers in many cases 
has endangered the use of free credit. 
Of course, this does not apply to all 
retailers, and many of them enjoy the 
same privileges as before. 














Answers to “TEST YOUR SHOE 
KNOWLEDGE” Questions 
on Page 12 








camel 











PATENTED 


ROBA> 
MSHOES. 


Finest Quality Children’s Shoes 
Manufactured continuously since 1892 
by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 
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WHERE TO BUY 
Shoe Forms 


8 8 Fh 6 8 ah no 


WLU RIROLORIK: 
for Shoes and Hosiery 


J ann = Sheed 

. ' FAIRYLITE 
Shee ll Ce.,Ine., Auburn, N. ¥- 
OS EEN TT AR RSI 











1. Imaginary. Supposed to be an ad- 
vantage in showing, fitting and 
selling footwear to women who are 
sensitive on the size of their pedal 
extremities. This necessity grows 
less as women grow more sensible. 


2. A “hinge” last—as distinct from a 


solid or “block” last, is in two sec- 
tions—the heel part and the fore 
part—connected by a hinge which 
permits shortening of the last in 
removing from the shoe to avoid 
straining or stretching the material 
at the ball, which is the widest part 
of the shoe. 


3. Classification—Care—Control. 


4. The upper material extends com- 
pletely round the foot. 


5. Yes, to a certain extent, due to 
varying atmospheric conditions, from 
heavy moisture content to extreme 
dryness, wood being susceptible 
thereto. This tendency is some- 
what controlled by shellacking the 
lasts and by temperature control. 
The variation can reach a half size 
or more. 
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WHERE TO BUY 
Athletic Shoes 
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Bowling Shoes In Stock 
Ne. 414—Men’s Smoke Elk 
Ne. 418—Men's Black 


num 
Ne. 417—Men’s Black ee 
Ne. aa - “y Black 


elk sole 
Ne. aaa yp 


\giicago FOOTWEAR 
Menree St., ao. Iilinols 
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WHERE TO BUY 


Bowling Shoes 


Dl hl eh) 








BOWLING SHOES 
Cage Se. 265 Professional 





In-Stock 





rubber heel 

Left Foot— 
Buckskin sole and 

rubber heel 


BROOKS SHOE MFG. COMPANY 
Swanson and Ritner Streets, Philadelphia, Pa. 
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WHERE TO BUY 
Fine Sport Shoes 


om eid 








SAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” 5: 





SAN JEAN 
Falls colorful sport woolens call 
for this shoe with its hand whip- 
ping of saddle and tip. 
OATALOGUB ON REQUEST 











WHERE TO BUY 


Shoe Accessories 





™ EASE CALLOUSES with 
ny IDEAL FELT 


Metatarsal Buttons 


2 > agg shaped, they are correc- 

Three sizes, small, medium and 
large. Also Chiro ists? felt, mixed and all wool. One 
pound papers of » %” and %”. 


Security Shoe Finding Mfg. Co. = 
2€ S. WELLS ST. CHICAGO 
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NACRE (Shell) No. 25 
SEA SAND No. 800 
PATOU BEIGE No. 960 
TOPO No. 95 
RUMBA BROWN No. 65 
CREOLE No. 3N 
SUANEE No. 172 
ADMIRALTY No. 1300 
SERGE BLUE No. 1310 
PLATINE No. 117 
DRAGON VERT No. 1141 


al ahs C,. he 


hresigilen by request to a 1702-100 Gold ASreet, New York 
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WHERE TO BUY 
Ballet Slippers 








1 8 AT TT Te TO 





BLACK KID 


IN 
stock * 





Send for catalogue and prices. 
W.M. KILLORAN Box I kynatioté, 








La 





Soft Toe Ballets 


. ««« Why sell imitations 
when the genuine is the 
same price? 


Buy direct from an estab- 
lished theatrical shoe firm, 
Give your trade an 
approved correct fitting 
ballet, whose flexible, short 
elk sole is so much pre- 
ferred by the profession. 


colors, 8 or 
black. A’s to D’s, 8 child’s to 8 
misses’. Price $14.75 doz. Don't 


start another season with hard soled 
makeshift substitutes. Write now for 
sample. 


Advance Theatrical Shoe Co. 
Dept. 510. 159 N. State St., Chicago 
West Coast Office: 6362 Hollywood Bivd., Los Angeles 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 

Style B102 Bik. Kid Hand 

Turn, Soft Toe 

6-11 11%-2 2%-8 

$1.30 $1.35 $1.40 

Also rights and lefts in 

stock 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 N. llth Street, Philadelphia, Pa. 











In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.20 pair 
Misses’ $1.15 pair 
Childs’ $1.10 pair 
BLOG SHOE CO., INC. 
147 Duane Street 
New York City 











BLACK KID BALLET 
SLIPPERS (et, 


IN STOCK 
Rattan Bis 08. Bs 5 wives 402000000 $1.35 
Migses’ 11% to 2.........2eeeeee 1.30 
Children’s 6 to Uk... wcccccscvcscs 1.25 


Herd Toe $1.00 per pair Higher 


ROTH SHOE CO. 
50 N. 4th St., Philadelphia 








Concentrate on 
CAPEZIO SLIPPERS 


Let this highly advertised line 
of dancing shoes bring you steady 
profits. Send for catalogue and 
ask about exclusive fran- 
chise. 

DURO-TOE (Pat. Pend- 
ing)—New last, hard 
toe slipper with patented, 
suede toe protector. Pink, 
Black, White, Satin, 
Black Kid, retails profit- 
ably at $5.50. 





Chicago Stock Dept. 
159 No. State St. 





Los Angeles Stock 
Dept. 


1533 R d. 
Main Office and Factory ‘i esalia ‘Rd 




















>» ON THE SELLING END « 


News of the Travelers and Sales Activities 








Good Thinking 


J. W. McHenry, sales manager for 
the Harsh & Chapline shoe company, 
indulges in some satisfying and stimu- 
lating talk in one of his recent weekly 
letters to his sales staff. A portion of 
his message deserves wider publication 
than that of the organization. Here it 
is; and Mr. McHenry appropriately 
heads it— 


YOUR BUSINESS 


“There is one thing that is most de- 
sired in this organization—that is for 
our salesmen to have the faith that 
their work, their association with this 
company is permanent, and this perma- 
nency of connection is up to the indi- 
vidual salesman insofar,as he is abso- 
lutely in control of the ties that bind 
him to this company by’ the work he is 
doing, and by the loyalty he shows in 
fighting this battle for business that 
exists today. 

“A capable salesman must have 
faith, not only in his product, but in 
the fact that each effort that the house 
puts forth is for his individual benefit 
as well as the factory. His work is 
the work of this great company. He is 
an integral part of this company and 
he is a permanent part of this com- 
pany. He must be imbued with the 
spirit and knowledge that a desire on 
the part of the Sales Department, on 
the part of the Credit Department, or 
the factory itself, should be his desire. 

“He is just as much a part of this 
great organization as anyone con- 
nected with the organization, because 
there isn’t a moment that he is speak- 
ing to a prospect or to a customer 
that he is not a representative of the 
entire organization, and a greater re- 
sponsibility could not be placed on any 
individual in this company.” 





Murphy on Western Swing 


John D. Murphy, treasurer, and gen- 
eral manager of the F. M. Hoyt Shoe 
Company of Manchester, N. H., started 
on Oct. 8 for a swing around the coun- 
try calling on all their salesmen ex- 
cept those on the coast and developing 
enthusiasm for the new line of “Timely 
Shoes” for men being introduced to 
the trade this month. 

Mr. Murphy believes that his com- 
pany is meeting the challenge of 
present day conditions by offering the 
dealers everywhere a line of smart- 
looking, good value shoes at prices 
which meet the prevailing commodity 
level. He believes that greatly in- 
creased factory efficiency makes pos- 
sible the production of good shoes to 
retail at prices similar to those of 
twenty years ago in spite of increased 
labor cost over that period. 


78 


Braster Leaves Mildred Shoe Co. 


William G. Braster, who was vice- 
president of the Mildred Shoe Co: of 
Brooklyn, manufacturers of turns and 
Littleways, has severed his connection 
with that firm. Mr. Braster sold the 
output of Mildred, approximately $1,- 
000,000 a year, and covered the entire 
country. He is well-known in the New 
York market as a successful sales ex- 
ecutive, and has an extensive acquain- 
tance among retailers throughout the 
country. 


New Enna Jettick Salesmen 


A. J. Dunn is now selling Enna Jet- 
tick shoes in the State of Connecticut. 

A. J. Begeman is traveling with Enna 
Jettick shoes in the States of North 
and South Dakota. 

Lawrence M. Jones, who formerly 
sold Enna Jettick shoes in Tennessee 
and Kentucky, and who for the past 
two years has been advertising man- 
ager of Dunn & McCarthy, Inc., is now 
selling Enna Jettick shoes in the moun- 
tain States, comprising Wyoming, Utah, 
Montana, Idaho and western Oregon. 

T. E. (“Red”) Arnold is now Enna 
Jettick salesman in central Pennsyl- 
vania, with headquarters in Scranton, 
Pennsylvania. 








Joe Langley Leases Department 


St. PAUL, MINN.—Joe Langley, man- 
ager of the shoe department of the 
Golden Rule department store, a di- 
rector in the National Shoe Retailers 
Association several years, about Nov. 1 
will begin operations as proprietor of 
the shoe department in the new store 
opened by the Norby Co., formerly 
Glenwood, Minn., at Fergus Falls, 
Minn. 

Mr. Langley has leased the space in 
this model emporium for his shoe store. 
Previous to entering the Golden Rule 
a year ago Mr. Langley was for six 
years with Schuneman’s & Mann- 
heimer’s and the Mannheimer store 
that preceded it, as manager of the 
shoe department. Mr. Langley is a 
well known association men and is 
favorably regarded throughout the 
trade as a gcod manager of merchan- 
dising. 


Zucker Sells to Abrahamson 


MERIDEN, CONN.—Samuel Zucker has 
sold his retail shoe business at 56 East 
Main Street to Samuel Abrahamson. 
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BUY IN THE NEW YORK MARKET 
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* * 
Yop Reser any SLUMBER SLIPPERS — 
IN STOCK (Bed Socks) 
In Stock 
1208—Patent Leather Thev, a a 
11%-2 Cee eee ee eee -50 ll — $9.50 
1209—Patent Leather Theo, doz. 
GEC cvcetanvscest: $1.75 Blue and Grey 
1206—Patent Leather One pty seed 
Strap, 11%-2 ...... . dias 
1207—Patent Leather One Pink, Blue and 
Strap, 24-7 ....... $1.75 rey 
1200—Black Kid One Strap, —— 
i, ol $1.50 These slippers are made of Pure Virgin Wool and are beautifully 
All with leather top lift made. ; 
Appreciated particularly by the older folks and the bed-ridden. <A 
‘i 7 suitable Boudoir and Bath Room Slipper. 
We also carry : or. ee and Soft Toe Individually Packed in Chelate Holiday Boxes. 
Samples Submitted Upon Request 
Blog Shoe Company, Inc. LYONS & COMPANY 
{ 147 DUANE ST. 122 Duane Street New York, N. Y, 
SPECIALIZING IN SHOE STORE NOVELTIES 
| ey ees ee al a's ® 
| aja 
a] 1 
OUR LEADER . ANOTHER HIT FOR FALL 
OE we on mine 20/8 Spike, 
; o8c. 
fuse Seamless, 15/8 Baby, , IN STOCK 
yey wt Sas Seamless, 20/8 Spike, 
Mes 3208—Black Suede Colonial with 
| $ * oo — Seamiess, ae Babys tongue on bow of Kaffor and 
e@ ~ « e Katfor Seemion. 20/8 , Ascot H.H. 
tose . 8309—As above in B.H. 
= te a Kattor ee Tee 3310—Kaffor Kid Colonial with 
608—White Moire Regent, 20/8 Spike, tongue and bow of Kaffor and Ascot 
Doe Ny A; 2% to 8 C (Suitable for H, Bi 
z ac ; 
$2 White ‘Satin Regent, 20/8 Spike, 3311—As above in B.II. 
on = ; 2% to 8 C (Suitable for 3312—Black — - — 
Vi a 
, Hw Kid Regent, 20/8 Spike, ee Hn iil baccainliats 
q 617—Brown “Kid Regent, 20/8 Spike, A, B and © Widths. 
ate Moire Regent, 20/8 Spike, Sizes: 3 to 8. : 
4 620 Black | Su Suede Calf Regent, 20/8 } BLEECKER SHOE CO., INC. 138-40 Duane Street 
e . as " BT 
b2~“Black ‘Suede Calf Regent, 15/8 BOSTON: 21¢ EEX STRERT 
Baby, 3 to 8 C. , 
ALL SHOES SILK FRENCH CORDED, WHITE SHEEP (QUARTER LINING: THEE o oTe Paes 
3Y2 IN. VAMP; FEATHER EDGE; ONCO INN 
B. Friedman Shoe Co., 109 Reade i N. Y. C. 
a . a/a - ae al — 
BS ala a 
gt USHER Saks Presents a New 
ing Sandal 
SHUES / Evening Sanda 
5 ° . b 
Smart Styles for the Senior Miss 4, 9 5 
e 
IN STOCK $ ° 
We, peoat RF gD one of 2 
variety o autiful models newly , 
introduced to our “Diploma Girl In Stock 
Shoes.’ With the new 13/8 heel, AA C 
the high school girl and the col- ‘ to 
lege miss will not have to pur- . 
om ; pgp — i votes » Rosemont White Moire b 
, Mma — - Vamp and quarter with Silver 
Our fall catalogue lists and illus- Kid trim, T Strap model, Z 
rates the most complete in-stock Si i ™ yy, 
service of smartly yon # shoes Silver Heel and Silver Buck Pes ] 
for all girls and boys. le, Open Shank, Medium 
WRITE TODAY Toe, 20/8 Sp. Heel. 
DR. A. POSNER SHOES, INC. 
) 140 West Broadway New York City q 
Great New York Factory Warehouse 
a ala A 
_ - = - =~ via Sila att. x—— 
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WHERE TO BUY 
Ballet Slippers 


Oi li ei chain dlisted ted laa 


The New SUPER-TOE 
Italian Toe Dancing Slipper 


A Sensational 


Success! 


Teachers, students and 
professionals acclaim this 
the last word in toe shoe 
perfection. New type of 
strong yet flexible sup- 
oorting arch; beveled cut- 
“ig toe box; glove-like 
t and easy comfort are 
a few of the reasons why 
it’s a big money maker 
for progressive dealers. 
Write at once for further 
details and prices. 


© Theatrical Shoe Co. 
159 N. State St., Chicago, IIL 


WHERE TO BUY 
‘ W ork Shoes 
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WHERE TO BUY 
Women’s Slippers 


Oh el i le i i et te) 





Wonderful Value! 
Case Lot Buyers! 


Order a Case— 
Be Convinced 


4i5e 


PER PAIR 







Sizes 3 te 8 
and 4 te 8 


Green, Stes, Rese, Black. 
Satin Crepe covered heel. Chrome leather sole. 


RESTFUL SLIPPER co., Re 
Broadway City 

















Hunn Shoe Co. Succeeds Fox 


PHILADELPHIA—M. Fox Co., Inc., has 
announced that hereafter the corpora- 
tion will be known as Hunn Shoe Com- 
pany, Inc. The policies of the firm will 
not be changed in any way. “Hunny- 
Girl Shoes” will continue to be fea- 
tured, as well as Dr. Fox’s Novelty 
Arch Shoes. 
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To Lift the “December” Low 


By Alfred F. Donovan, vice-president 
of E. T. Wright & Co., Inc., Rockland, 
Mass., and director of the National 
Boot and Shoe Manufacturers’ Asso- 
ciation. 

“National Seasonal Opening and 
Shoe Display Week in mid-November 
seems to be an ideal time for the men’s 
industry to decide the style trends for 
the next period; and should give a suf- 
ficiently long period for selling to well 
establish the style trend. Then, rather 
than having the usual period of in- 





ALFRED F. DONOVAN 


decision during the rest of year, the 
November opening will give an official 
approval to the accepted styles. With 
this accomplished we can all go forward 
with our plans for the season. 

“There is unquestionably a desire on 
the part of progressive retailers, who 
are merchants in the real sense of the 
word, to cooperate with manufacturers 
in equalizing the peaks and valleys of 
production; and especially the low val- 
ley of production in the shoe manu- 
facturing business during the month of 
December. The farsighted retailer re- 
alizes that he can give better values 
to his customers by supporting any 
movement that will give the manufac- 
turer orders that will employ his fac- 
tory and labor during these low periods 
of production; and there are many 
staple lines that can be ordered in 
November and December, on which 
more care and increasingly greater 
values can be given. 

“The National Seasonal Opening and 
Shoe Display Week is intended to 
accomplish this purpose; and shoe mer- 
chants who attend will receive better 
service by placing orders for such num- 
bers as they may find it possible to 
place, in order that employment of 
shoemakers may be continued during 
the month of December, especially on 
the more staple styles. 

“It is a somewhat startling fact that 
the per pair production of boots and 
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WHERE TO BUY 
Riding Boots 


RIDING BOOTS 
IN-STOCK 1 


For Men, Women and 
Children—also 
Jodhpurs and Field 





Boots. 
Write for catalog. 











shoes in December, 1930, reached the 
unprecedented low point of approxi- 
mately 17,000,000 pairs as compared 
with 22,000,000 pairs in December, 
1929; and the figures over a period of 
years emphasize the low point in pro- 
duction in December in recent years. 
There is, of course, increasingly irreg- 
ular employment and higher costs due 
to this particularly low period of pro- 
duction; but if constructive thought 
and attention is devoted to this aspect 


_|of shoe production, retailers will find 


it to their advantage in securing better 
workmanship and better deliveries by 
doing their part, in so far as possible 
to equalize these peaks and valleys of 
production, by placing orders for De- 
cember production. 

“The manufacturers do not view this 
particular angle of the problem entirely 
from a selfish standpoint, for it will 
be to the benefit of labor, the retailer, 
and the consumer; and the question 
does not necessarily involve all types 
of shoes; for there are a number of 
shoes in every line for which orders 
may be wisely placed, especially dur- 
ing this coming season when material 
costs are low. 


“There will also be shown at the 
National Seasonal Opening and Shoe 
Display Week style shoes that will par- 
ticularly appeal to the Pacific Coast 
retailers, the Southern Atlantic resorts, 
and the Southern trade in general, 
where the season opens earlier;’ and 
some of these advance styles will also 
appeal to retailers who wish to make 
early showings of their Spring styles, 
for it should be remembered that Easter 
next year comes early, March 27, 1982. 


“This earlier style acceptance should 
enable the manufacturer to balance his 
production which will help amazingly 
in keeping production costs in hand. 
The retailer may also feel that as far 
as many of his styles are concerned, 
he is all set and safe to go ahead. We 
find most of our dealers highly in ac- 
cord with the movement and feel sure 
that there will be a large attendance.” 
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in which SURPASS KID offers the 


Shoe Manufacturer definite advantages 


Three departments must all be considered 
&e when materials are purchased. For if the na- 
ture of any material is such that they bring 
a loss to any one of these, the entire profits of the 
shoe manufacturer are lowered exactly that amount. 
Backed by a far flung buying organization that 
obtains the finest raw skins from every Continent, 
by more than a half century of tanning experience, 
and by an unalterable policy to sort its grades uni- 
formly, consistently the same, Surpass offers the 
Shoe Manufacturer a glazed Kid that will give him 
an advantage in each department. 











a, 
LEATHER 


Block and colored glazed kid for outside stock 
and linings (also genuine Kangaroo) can be 
obtained from Surpass in any grade 
and of standard unvarying quality 
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Savings for the Purchaser; consistent, accurate 
gradings to assure the Production manager efficient 
cutting and easy workability; and true matched 
colors with rich smoothness and lustrous beauty to 
help the Sales department bring in orders! Surpass 
Kid contributes to the profitable management of the 
three major departments of your business, the three 
factors from which each penny of your net profits 
must come. That is one reason why the best 
of today’s shoe making companies are habitual 
customers of ours. 


PASS 


COMPANY 


9th & Westmoreland Sts., Phila. 
New York Boston Chicago 
Cincinnatti St.Louis London(England) 








A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
MEET . 


v © . e 











SALESMEN WANTED 


LINE WANTED 


FOR RENT 








Unusual Opportunity 
for Experienced Salesmen 


To carry as a side line one grip of stock 
styles of popular priced misses’ and chil- 
dren's quality shoes—Patented Process 
Goodyear Welts—made by one of the 
leading Middle West manufacturers. Com- 
missions paid monthly on direct and mail 
orders. State territory covered and line. 
Give references. Address C-647, care 


Boot and Shoe Recorder, 239 W. 
30th St., New York, N. Y. 











Well-Known New York Stitchdown Manu- 
facturer has opening for two salesmen 
with established trade selling jobbing, 
chain and department stores, Excellent 
opportunity for live wires. State full 
particulars. Applications strictly con- 
fidential. Address C656, care Boot 
and Shoe Recorder, 239 W. 39th 
St., New York, N. ¥ 











ALESMAN to carry side line Shearling 
slippers. Address C-654, care Boot & Shoe 
Recorder, 209 South State St., Chicago, Illinois. 


WANTED 


An outstanding line of Ladies’ Style 
Shoes, for eastern Ohio, New York and 


Pennsylvania. Five to Seven-Fifty re- 
tailers I have the accounts already 
established. Correspondence solicited. 


CHAS. E. ASPINALL 
419 E. Oakland Ave., 
Columbus, Ohio 








SHOE STORE with dwelling, completely 
equipped for business but without stock, 
established 41 years. Location busy section 
West Philadelphia. Suitable for medium and 
high grade family trade or corrective shop. 
Very reasonable rent. Address C-651, Boot & 
Shoe Recorder, 1201 Chestnut Street, Phila- 
delphia, Pa. 








POSITION WANTED 





STORE MANAGER and orthopedic man de- 
sires position, Fifteen years’ experience. 
Can furnish best of reference as to experience 
in constructive work and character. Address 
C-652, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





HOE SALESMAN, 12 years’ experience 

wishes position as salesman and window 
trimmer. Address C-653, care Boot & Shoe 
Kecorder, 239 West 39th Street, New York, 
a 





UYER or as assistant, by man who has a 
thorough knowledge of Ladie’s Turn Shoes. 
Best of references available. Preferably in or 
about New York City. Intimate knowledge of 
sources of supply in Brooklyn. LOUIS MAR.- 
Gna. 865 Montgomery Street, Brooklyn, N. 





SIDE LINE INFANTS’ PREWELTS 
AVAILABLE for men with established trade. 
Stock proposition, Liberal commission. Old 
established house. Address C-592, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





LINE WANTED 





ALESMAN permanent California office inter- 

ested in lines for Jobbing or Department 
store trade. Address C-655, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
Ms Ue 


SEVERAL YEARS EXPERIENCE as practi- 
pedist and shoeman. Desires position in 

reliable firm. Will go anywhere. HARR 

ADLER, 487 Shepard Avenue, Brooklyn, N. Y. 


WANTED TO PURCHASE 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 








We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. Call 

‘a 


Phone - Write - 
All matters strictly confidential. 


I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 2-5922 Est. 1880 











ANAGER BUYER or ASSISTANT by 

American, age 40 years. Married. 22 years 
Retail Shoes. Fifteen years as buyer. Reason 
for not being connected now, department sold. 
Will consider going anywhere but jrefer West 
Coast. Reliable, references can be supplied. 
My experience has been mostly in Ladies and 
Children’s high grade and popular price shoes. 
— ~~ 147, Haywood St., Ashe- 
ville, N. C. 





CANADIAN REPRESENTATIVE 








MANUFACTURERS! 
ANUFACTURER’S AGENT wants Find- 
ing items to sell Jobbers and Retail Shoe 

Stores in Western Pennsylvania on a _ liberal 
commission basis. Address A. M. NEWELL, 
54 Courtney Street, Emsworth, Pa. 


ARGE American shoe manufacturer wants 

capable Canadian representative. Give all 
particulars in first letter. Address C-650, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





MERCHANTS’ NEEDS 








Levine Display Studios 
Designing 
Buitlding—Installing 
SHOE WINDOW BACKGROUNDS 
Displays at Rental Rates 


124 West 21st Street, N. Y. C. 
WaAtkins 9-4334 














CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. : 
8* Advertisements for this page must be in our New York office on Friday of the week preceding publication. 08 


RATES 
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MERCHANTS’ NEEDS 


- MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 




















New /mproved 


Pouy Cur 


for Price Tickets 


TILTS AT ANY ANGLE 
$5.00 per gross $2.75 half gross 
Butisfaction ranteed 
M. D. POLLINGER COMPANY 
218 Holland Ride.. St. Louis. Mo. 











Display Fixtures. 


E. DODGE 


Washington St., Boston 
° Phone Dev. 8049. 














Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 


y. 
They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 


and let us suggest the 
best ladder for your use. 





Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 














Pittsburgh Consumer Survey 


PITTSBURGH, PA.—A _ higher per- 
centage of Pittsburghers than ever be- 
fore have money in the bank, members 
of the Retail Merchants’ Association 
were informed. 

Emerson B. Knight, representing R. 
L. Polk & Company, told the merchants 
53 per cent of a group of 218,980 fam- 
ilies interviewed have money in the 
bank. Knight is director of the con- 
sumer research division of the Polk 
Company, publisher of city directories 
and compiler of commercial statistics. 

Ninety per cent of the family groups 
in the Pittsburgh Metropolitan district 
have one or more persons gainfully em- 
ployed, Knight said. An average of 
1.12 persons are employed in each 
family. 

The speaker said 89 per cent of the 
families are covered by insurance with 
an average of $4,692 per family, twice 
as much as the coverage for the aver- 
age family throughout the country. 

Two hundred investigators compiled 
what the Polk representative called the 
“card index of the consumer field.” 

Fifty per cent of the housewives in- 
terviewed had no choice of a depart- 
ment store, Knight said, but shopped 
impartially between the stores, their 
trade going to whichever store pre- 
sented the greatest appeal. 

Fifty-two per cent of the women of 
Pittsburgh purchase dresses costing 
less than $7.00, the speaker declared. 
Of the men, 43 per cent buy shoes cost- 
ing less than $5.00. 
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A New Style of Ticket Each 
Month 

Samples to Select from Sent on 
Request 


ees.) 








Biack figures, red trim on yellew 6-ply stock. 


Amy Assortment You Need: 


24 dosen $4.00 
wm ™ : 2.25 
3 1.25 
7. * 0.25 


Other Price Tickets: 
(Samples on Request) 

24 dozen @ $2.50 

12 “* @ 1.50 

¢¢ 

1 Ld 
Check with Order—Please 

Merchants Service Dept. 


Republic Bldg. 
Chicago, Ill. 











“Depression Nearing End”—Keith 


BrocKToON—Highly optimistic as to 
the future, Harold C. Keith, president 
of the Walk-Over Shoe Company, on 
the eve of his departure for Europe 
last week told George E. Keith sales- 
men: “It is foolish to try to predict 
when business will improve, but we do 
know that the end of the depression is 
six months nearer than it was six 
months ago. We have every reason to 
face the future with confidence.” 

Mr. Keith is visiting London in the 
interests of his stores, which, in com- 
mon with all business in that city, have 
been affected by the drop in the value 
of the pound. 

He plans to return in time for the 
November meeting of the company’s 
salesmen handling its women’s line. 





Robinson’s Add Shoes 


St. PAuL—Robinson’s, 35 East Sev- 
enth Street, has opened a large shoe 
department “for smart women” with 15 
salesmen and George R. Abel as man- 
ager. A mannequin doll was given 
with each purchase at the opening. The 
department occupies 2400 square feet 
of floor space downstairs. The depart- 
ment specializes in a $3.50 shoe. 
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Everything for Pb Sapean 
PRICE TICKETS os 
Colorful—Attractive Artificial. Flowers, Vases, Window Fixtures, } 
Any Selection of Price Desired Peetlees. seen Hitbsn Wenders, Doserative Papers 


Puffing, Foils, Flitters, Valances, Draping Mate- 
rial, Grass Mats. Send for Fancy Paper Booklet. 
Price Tickets. 

DAVE’S DISPLAY 
118 West Broadway, 


DECORATIONS 
New York 








RECORDER 
Window Display 
CARDS . 
for OCTOBER 





Here’s a typical comment: ‘‘We find 
your card service very valuable and in- 
dispensable.’’ 















Are going 
to fit more 
than ever 
into the 
Fall Picture. 

We have a 

snappy line. 


, 
| 
id 


Colorful, Artistic 
14 Different Texts 


Cards 7 x 12—3 colors 
Price Tickets Included 


per mo. 
6 Card Service....... $3.00 
8 Card Service....... 4.00 
12 Card Service....... 5.00 


Samples sent on request. 


Merchants Service Dept. 


Boot & Shoe Recorder 
1334 Republic Bldg. 
Chicago, II. 











Tans More Popular 


ATLANTA—The deadlock between 
blacks and tans seems to have been 
broken with men’s shoes here, dealers 
reporting that tans are more popular 
with Fall sales. One dealer states that 
the proportion in his store is about 60 
per cent tan to 40 per cent black shoes. 
Custom toes are proving popular, but 
there is little demand for fancy ef- 
fects. Shoes are moving fairly well 
here, but there is need for cold weather 
to stimulate the demand, and not much 
real Fall selling will be done without 
some real Fall weather, dealers state. 











O’Donnell Aristocrats 
Now Made Over New English 


Patterns and Trees 
















In keeping with the long 
established custom of making 
Aristocrats style leaders in the 
field of riding footwear, we are 
making all of our boots over 
new English tree legs and pat- 
terns, which accentuates the 
smart tipped forward effect so 
essential to equestrian styled 
footwear. 


These new Aristocrat features 
are carried in both the calf and 
kip riding boots for men and 
women, and are carried on the 
floor .for immediate shipment. 


Let Us 


Send you a copy of 

our new Aristocrat 
folder just off the 
press. 


See for yourself the fine quality of material and workmanship 
put into Aristocrats. Sample boots will be gladly sent upon 
request. 


O'Donnell Shoe Company 


514 Sibley Street, St. Paul, Minn. 









Daily Rates Reduced 


$2.50 per day without bath. 
$3.00 per day with bath. 
$4.00 per day double, with bath. 


ih Lease aiidtal coal 


HLTON 


at 4Q* and Lexington NEW YORK 


Has all the comforts 
of a private club. 
The most enjoyable 
hotel atmosphere 
in New York. 

Re 











Here is the Simplest, Easiest 


Way to Learn All About 
SHOES and LEATHER 

















Glib conversation no 
longer sells merchandise. 
The successful salesman 
today sells the goods. To 
sell them, he must know 
his goods thoroughly. 
THE SHOE and LEATH- 
ER LEXICON will give 
you a full knowledge of 
shoes. Get a copy and 
increase your selling 
ability and your salary. 
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Make your spare time profitable. Learn 
quickly and easily all about shoes and 
leather. Know how shoes are made— 
their cut—the leathers used. Build up 
your appreciation of shoes as merchan- 
dise—of shoes in relation to the cus 
tomer. All this information is given 
you in . 


The Shoe and Leather Lexicon 


This wonderful little book that just fits 
your pocket has 83 pages of just the 
information you need every day. It will 
extend your knowledge and increase your 
pay. Just printed in the Sixth Revised 
Edition. The price is only fifty cents 
cash with order. (Money order, currency 
or stamps accepted.) 
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BUSINESS CHANGES 


ILLINOIS — Chicago — Mrs. Esther Diamond 
(2707-09 W. Division St.); boots, shoes, etc.; 
succeeded by Rose-Lee Dep’t Store, Inc. 

Paul Fine (‘“Paul’s Boot Shop”) (302 E. 48rd 
St.) (181 E. Garfield Blvd.) (2312 E. 7ist St.) ; 
boots and “~y recently incorporated as Paul’s 
Boot Shop, I 

Alfred Goldsand (1047 W. 5ist); boots and 
shoes; gold or closed out business. 

Sam L. Mandelbaum (6334 S. Ashland Ave.) ; 
boots and shoes; reported liquidating. 

MASSACHUSETTS — Boston — City Shoe Co. 
Inc.; boots and shoes; inc. authorized capital 
$10,000. 

Marcus & Cohen, Inc. (211 Essex St.) ; whole- 
sale boots and shoes; recently commenced busi- 
ness. 

Carl Spector Co.; wholesale boots and shoes; 
filed issue of $10,000 common stock. 

Haverhill — Green-Bell Shoe Co.; manufac- 
turers; capital stock increased by $35,000. 

Radio Shoe Co.; manufacturers; filed issue 
of $3,500 common stock. 

Shawmut Shoe Co. (48 Wingate St.); manu- 
facturers; recently commenced business. 

The Smart Shoppe, Inc.; boots, shoes, etc.; 
inc. authorized capital $10,000. 

Quincy—Max Goldsmith (1552 Hancock St.) ; 
boots and shoes; recently commenced business. 


NEW JERSEY—Atlantic City—Bluebird Foot- 


wear, Inc.; boots and shoes; inc. authorized 
capital $25,000. 

Jersey City—E. Hollenberg, Inc.; boots and 
shoes; recently incorporated. 

Perth Amboy—Deb-Ette, ot boots and shoes ; 
inc. authorized capital $10,0 

NEW YOR RK—Brooklyn—Jaytee Bootery, Inc. ; 
boots and shoes; inc. authorized capital $10,000. 

Weitsen’s Styloform Shoe Co., Inc.; boots and 
shoes; recently incorporated. 

Milrue Shoe Mfg. Co., Inc.; manufacturers of 
stitchdown shoes, sandals, etc.; moved to Renovo, 


Pa. 
Buffalo—George A. Seymour (2188 Fillmore 
Ave.) ; boots and shoes; reported selling or sold 


out. 

OHIO — Hamilton — Holbrook & Riedel (228 
High St.); boots and shoes; partnership dis- 
solved; succeeded by Carl A. Holbrook. 

Warren — Newman’s Clothes Shop, Inc.; 

ts, shoes, etc.; recently incorporated. 

PENNSYLVANIA — East Pittsburgh — Harry 
Friedberg; boots and shoes; succeeded by Lil- 
lian Tillman. 

Pittsburgh—B. W. Klein’s of Pennsylvania; 

ts, shoes, etc.; inc. authorized capital of 


$5,000. 
E. N. Rosenthal (507 Market St.); boots and 
shoes ; succeeded by Peoples Shoe Co. 
WASHINGTON — Spokane — L. H. Bonsall; 
boots, shoes, etc.; reported selling or sold out. 








FAILURES, EMBARRASSMENTS, Etc. 


CALIFORNIA — Holtville— J. C. Emerson; 

ts, shoes, etc.; reported assigned. 

San Bernardino—B. P. Gutridge (“The Boot- 
ery”); boots and shoes; reported petition in 
bankruptcy. 

GEORGIA — Hartwell — Flieshman & Kyne; 

ts, shoes, etc.; reported petition in bank- 
ruptcy; reported reoeiver appointed. 

West Point—F. C. Hami 7 boots, 
etc.; reported petition in bankruptcy. 

IL re — ares — tre. Lena Goodman 
(1805 S. State St.); boots, shoes, etc.; reported 
assigned. 

Forest Park—Fred S. Means (7512 Madison 
Ave.); boots and shoes; reported offering to 
compromise at 27 per cent. 


shoes, 


Streator—W. E. Hardy; boots, shoes, etc.; 
reported petition in bankruptcy. 
Sterling—Bell Boot Shoppe, Inc. (316 First 


Ave.); boots and shoes; 
bankruptcy. 

INDIANA—Jeffersonville—Sutton Ins. Supply 
Co.; boots and shoes; reported petition in 
bankruptcy. 

LOUISIANA — Monroe — Edward 
boots, shoes, etc.; 
ruptcy. 

MAINE — Portland — American Clothing Co. ; 
boots, shoes, etc.; reported offering to com- 
promise at 35 per cent. 

Waterville — American Clothing Co.; boots, 
shoes, etc.; reported offering to compromise at 
35 per cent. 

MASSACHUSETTS — Boston — Sherman Bros. 
Shoe Co. (114 Lincoln St.) : wholesale boots and 
| om gh reported called meeting of creditors for 


Oct 

MICHIGAN — Detroit — Benton’s, Inc.; boots, 
shoes, etc.; reported petition in bankruptcy. 

Harbor Springs— Harry Hartung; boots, 
shoes, etc.; reported petition in bankruptcy. 

MISSISSIPPI—Hazelhurst—B. B. Nesmith Co. ; 

ts, shoes, etc.; reported petition in bank- 
ruptcy; reported receiver appointed. 

NE HAMPSHIRE — Farmington — Briscoe 
Corporation ; mfrs. women’s novelty McKays; 
reported petition in bankruptcy. 

NEW JERSEY—Atlantic City_—Meyer Kargher 
(1107 Atlantic Ave.) ; boots and shoes; reported 
petition in bankruptcy. 


reported petition in 


; Cannon ; 
reported petition in bank- 


Garfield — Well Made Slipper Co. (101-03 
Somerset St.) ; manufacturers; reported receiver 
appointed. 

Paterson—Leffertz Bootery, Inc. (104 Broad- 
way); boots and shoes; reported receiever ap- 
pointed. 

NEW YORK — Brooklyn — Morris Alexander 
(“Phoenix Work Clothes Shop”) (584 Fifth 
Ave.) ; boots, shoes, etc.; reported assigned. 

Philip Goldstein * (62 Moore St.); boots and 
shoes; reported petition in bankruptcy. 

Long Island City—Louis Schneider (57 Flush- 
ing Ave., Astoria); boots and shoes; reported 
called meeting of creditors for Oct. 1. 

New York City—Harry Braaf (28 First Ave.) ; 
boots and shoes; reported called meeting of 
creditors. 

William Irving Shoe Co., Inc. (18 E. 16th 
St.) ; mfrs. ladies’ turn empoad reported offering 
to compromise at 271% per c 

Henry C. Marten (400 E. mt 48th St.) ; boots 
and shoes; reported assigned . 

Joseph F. Spektor (2473 Grand Concourse) ; 
boots and shoes; reported called meeting of 
— for Oct. 1. 

H1IO—Cincinnati—Vigorith Shoe Co.; manu- 
PA reported petition in bankruptcy. 

OKLAHOMA—Shawnee—Baldwin’s _ Booterie, 
Inc.; boots and shoes; reported called meeting 
of creditors for Oct. 12. 

OREGON—Cogquille—I. A. Elrod; boots, shoes, 
etc.; reported petition in bankruptcy. 

PENNSYLVANIA—Homestead—Herman___,R. 
Saltzman (“Factory Outlet Stores”); boots, 
shoes, etc.; reported petition in bankruptcy. 

Pittsburgh—Abraham Eger (4125 Butler St.) ; 
boots and shoes; reported petition in bank- 
ruptcy; reported receiver appointed 

SOUTH CAROLINA—Anderson—Fleishman & 
Co.: boots, shoes, etc.; reported petition in 
bankruptcy; reported receiver appointed. 

Greenville — Greenville Salvage Co.; boots, 
shoes, etc.; reported petition in bankruptcy ; 
reported receiver appointed. 

TEXAS-—Houston—Star Dry Goods Co.; boots, 
shoes, etc.; reported petition in bankruptcy. 

VIRGINIA—Newport News—R. F. Hall, Inc. 
(3000 Washington Ave.); boots, shoes, etc.; re- 
ported asking general extension. 





NEW SHOE STORES 


Jersey City, N. J.—Frankay’s Store, 306 New- 
ark Ave. (soon). 

Broken Bow, Neb.—J. J. Gelsi 

* sass cmniechines W. Va.—Betty sy Shop, 941 3rd 


* smithfield, N. C.—Efird’s Department o— 

Glendale. Ca!.—J. J. Newberry Co. (soon 

Seattle, Wash.—J. J. Newberry Co., rey ‘ond 
Ave. (soon). 

Suffolk, Va.—J. C. Penney Co., 113-117 West 
Washington St. (soon). 

Lake City, Ark.—Miller’s Store. 

Akron, Ohio—W. T. Grant Co., Main, near 
Market (soun). 

New York, N. Y.—Taylor’s Army & Navy 
Store, 738 Myrtle Ave. 

New York, N. Y.—State Shoe Corp., Kings. 

New York, N. Y.—Cammeyer, Inc. 

Austin, Tex.—Goodfriend’s Department Store. 
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Portland, Ore.—Gallen Kampa Stores Co., 323 
Washington St. 

New Kensington, Pa.—Finch’s (New Dept.). 

Beacon, N. Y.—Miller Armp & Navy Store, 
434 Main St. 

Fredericksburg, Bt hog! & Smith, Inc. 

New York, N. Y.—Junion Bogue Stores, Inc., 
2545 Broadway (soon). 

Cleveland. Ohio—Weisfeld Department Store, 
Inc., 4811 Woodland Ave. 

Canton, Ohio—Wm. C. Herbrunck Co. 

Philadelphia, Pa.—Kaplen, Inc. 

Philadelphia, Pa.—Monarch Shoe Repair, Inc. 

New York, N. Y.—Weitsen’s Styloform Shoe 
Co., Inc., Kings. 

Brooklyn, N. Y.—Jaytee Bootery, Inc. 

New York, N. Y.—Macy’s Shoe Stores, Inc. 
orn N. Y.—Berte Shoe Styles, 18 E. 

r : 
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- -THE- - 
BUSINES 
BAROMETER 


Des Moines, Iowa—Heggins Boot Shop (Add 
Men’s Dept.). 
Youngstown, Ohio—Nell O’Neil Shoe Store, 
123 W. Federal St. 
Arlington, Ohio—N. I. Breslin. 
Pine Bluff, Ark.—C. M. Leavitt, 316 Main St. 
Salem, Mass.—W. H. Parker (Shoe Dept.). 
Shelby, Ohio—E. Sanger, 66 W. Main St. 
Lewiston, Mo.—N. Dennis, 131 Main St. 
Kansas City, Mo.—Napier’s Footwear Salon, 
1012 Walnut St. 
New York, N. 
(Mfr.). 
wat York, N. Y.—Sidney Shoe Co., Inc. 


fr.). 
Cleveland, Ohio—Murry’s, Inc., 408 Guardian 


gz. 

Philadelphia, Pa.—B. W. Klein’s, Inc. 

Newark, N. J.—Samuel Knee, Inc. 

Montgomery, W. Va.—Baker-Mearns Depart- 
ment Store. 

Reading, Pa.—Read’s Department Store. 

San Angelo, Tex.—The Trilby Shop, 127 S. 
Chadbourne. 
er Va.—Will Laderberg’s, 719 High 


Crary, N. D.—H. B. Highum (soon). 

Jersey City, N. J.—Chas. S. Levine, 121 Ton- 
nele Ave. (soon). 

Nashville, N. C.—Matthews & Baker, Rober- 
son Bldg. 

Walton, Ky.—Morris Department Store. 

Champaign, Ill. —G. Willis Department 
Store (add Shoe Dept.). 

San Francisco, Cal.—Lombardi’s Shoe Renew- 
ing, 1814 Irving St. ‘ 

Oskaloosa, Iowa—Edward Baratz, 215 High 
Ave. 
Lincoln, Neb.—Speier’s, Inc., 133 S. 13th St. 

Jamestown, N. D.—L. T. Orlady. 

St. Paul, Minn.—Vitality Shoe Store, 393 
Robert St. 

Oshkosh, Wis.—Newman’s Department Store 
(add Shoe Dept.). 

Detroit,—Mich.—Raymur Footwear, Inc., 1219 
Washington Blvd. 

Ypsilanti, Mich—Frank Minniss, 12 N. Huron 


St. 

Blaine, Wash.—P. S. Fish. 

Ashton, Idaho—Lawrence Manning. 

Fruitvale, Idaho—Ryals’ Store. 

Portland, Ore.—R. Egner, 52nd and Sandy 

Ivd. 

Olympia, Wash.—Olympia Shoe Rebuilders, 409 
Washington St. 

Seattle, Wash.—James Pappas, 800 Eastlake 

ve. 

Spokane, Wash.—Cladmin’s, Inc. 

Carthage, Mo.—United Wood Heel Co., 
St. and Maple Ave. (Mfg. soon). 


Y.—Murray Shoe Co., Inc. 


Forest 
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BOOTS AND SHOES 
Advance Theatrical Shoe Co., Chicago, Ill.. 78 


Alden, C. H., Co., Abington, Mass......... 49 
Athletic Shoe Co., Chicago, Ill............ 70 
Avenue Shoe Co., St. Louis, Mo........... 53 
Bancroft-Walker Co., Boston, Mass........ 1 
Bass, G. H., & Co., Wilton, Me........... 80 
Bleecker Shoe Co., New York City......... 79 


Blog Shoe Findings Co., New York City. .78, 79 
Booth, Walter, Shoe Co., Milwaukee, Wis. .50-51 
Brooks Shoe Mfg. Co., Philadelphia, Pa..74, 76 


Buek & Co., Philadelphia, Pa............. 76 
Burdett Shoe Co., Lynn, Mass............. 72 
Capesio, New York City..........sscecces 78 
Central Shoe Co., St. Louis, Mo.......... 54-55 
Chase, W. S., & Sons, Haverhill, Mass..... 70 
Chicago Footwear Co., Chicago, Ill........ 76 


Chicago Theatrical Shoe Co., Chicago, Ill.. 80 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 

NES aewingonnh ae teag ee bsoe ede eeee 7 
Connell, J. M., Shoe Co., South Braintree, 

ML nwdd0'0evgesee.00s hese eheseuteeeeee 80 


Crossett Shoe Co., Augusta, Me............ 65 


Doerman Shoe Mfg. Co., So. Milwaukee, 


SM: weak dua Kawah ewelees Ge sueueee ve 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 72 
Edwards, J., & Co., Phila., Pa...... 4th Cover 
Evans, L. B., Sons Co., Wakefield, Mass... 70 


Florsheim Shoe Co., Chicago, Ill.......... 21 
Friedman, B., Shoe Co., New York City.... 79 


Gilbert Shoe Co., Thiensville, Wis......... 76 
Gustin, M., Co., New York City.......... 72 


Horwitz, Vincent, Co., Inc., New York City 70 
Hoyt, F. M., Shoe Corp., Manchester, N. H. 


6, 7, 70 
Ideal Baby Shoe Co., Danvers, Mass....... 76 
Juvenile Shoe Corp., Aurora, Mo.......... 68 
Kendall Shoe Co., Haverhill, Mass......... 74 
Killoran, W. M., Lynnfield, Mass.......... 78 
Lyons & Co., New York City.............. 79 
McElroy-Eloan, St. Louis, Mo....... 2nd Cover 


Mishawaka Rubber & Woolen Mfg. Co., 
TT, csc iebaves caus theses 


Musebeck Shoe Co., Danville, Ill.......... 5 
Nettleton, A. E., Syracuse, N. Y.......... 70 
O’Donnell Shoe Co., St. Paul, Minn........ 84 
Old Colony Shoe Co., Brockton, Mass..... 70 
Packard, M. A., Co., Brockton, Mass...... 70 
ee,” Bis DMR, TO. ooo ie iv edccvestee’s 73 


Posner, Dr. A., Shoes, Inc., New York City 79 


Restful Slipper Co., Inc., New York City.. 80 
Richards & Brennan Co., Randolph, Mass.. 70 
Reth Ghee Co.. Phila., Pa...cecccccsccces 78 








Saks, N. J., Shoe Corp., New York City... 79 


Schwartz & Herder, Inc., Phila., Pa...... 78 
Shaft-Pierce Shoe Co., Faribault, Minn.... 76 
Shaw, M. T., Inc., Coldwater, Mich........ 10 
Smith, J. P., Shoe Co., Inc., Chicago, Ill.. 72 
Stacy-Adams Co., Brockton, Mass......... 70 


Stetson Shoe Co., South Weymouth, Mass.. 57 


United States Rubber Co., New York 
__ TPR pp aE 22-23, 25, 27, 29. 31, 33, 35, 37, 
39, 41, 43, 45, 47 


Wiswell-Everston-Santry Shoe Mfg. Co., 
COONS “SRNOVE,: “WONG. 6:50 006:y cen ceedane es 7 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa........ 48 
Brewn Co., Portland, Me.........c.secoee 69 
Evans, John R., & Co., Camden, N. J...... 2-3 


New Castle Leather Co., New York City... 77 
Ohio Leather Co., Girard, Ohio........... 59 
Skinner, Wm., & Sons, New York City.... 75 
Surpass Leather Co., Philadelphia, Pa..... 81 


MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, Mass.........- 88 
United Fast Color Eyelet Co., Boston, Mass. 

3rd Cover 

United Last Co., Boston, Mass............ 56 
United Shoe Machinery Corp., Boston, 

OS a orp een eo eee 52, 63, 87 


Vulcan Corp., Portsmouth, Ohio..Front Cover 


SHOE ACCESSORIES 


Fischer Mfg. Co., The, Milwaukee, Wis..... 60 
Fit Rite Overgaiter Co., Phila., Pa....... 74 


Levine Display Studio, New York City..... 82 
Miller, O. A., Treeing Machine Co., Brock- 
SEN FI os 6a peed 8baN eh cosa cae IO WES 61 
Scholl Mfg. Co., Chicago, Ill..............- 66 
Security Shoe Finding Mfg. Co., Chicago, - 
Shoe Lace Co., Ltd., Providence, R. I...... 58 


Williams Mfg. Co., Portsmouth, Ohio... .60, 74 


SHOE STORE EQUIPMENT 


American Seating Co., Chicago, Ill...... . 60 
Dave's Display Decorations, New York City 83 
Dodge, E., Boston, Mass............++eee0% 83 
Milbradt Mfg. Co., St. Louis, Mo......... 83 
Pollinger, M. D., Co., St. Louis, Mo....... 83 
Shoe Form Co., Auburn, N. Y............ 76 
MISCELLANEOUS 
Hotel Shelton, New York City............. 84 
Kirsch-Blacher Co., New York City........ 82 
Simon, L., & Co., New York City......... 82 





, St. Louis, 
71 


86 





John C. McKeon Dies 
[CONTINUED FROM PAGE 13] 


McKeon spared no effort but labored 
incessantly. His delight knew no bounds 
when it proved such a thrilling success. 
Friday (October 9th) was his day of 
days. It was the climax of a useful life. 

No man in the industry played so 
prominent a part in the last decade. He 
was the first to appreciate the great 
change that came over industry follow- 
ing the war. He did more than any 
other man to enlighten industry as to 
its own opportunities to make footwear 
pleasureable, artistic and appreciative. 
He served as a leader in every measure 
of progress brought forth during the 
past twenty years. At the conference 
his appearance on the platform was oc- 
casion for an ovation of applause. Never 
had he presided with such sparkle and 
cheer. He was radiant with smiles and 
happiness over its successes. 

The trade will always remember him 
in the glory of his last conference. 

Born January 1, 1876, in Philadelphia, 
Mr. McKeon left school at an early age 
to go to work, and his first employment 
was with Laird Schober & Co. 

During the World War he represented 
the boot and shoe industry on the War 
Service Committee, and valiantly pre- 
vented some of the most drastic meas- 
ures that were proposed at that time for 
regulation of the shoe industry. 

His trade activities outside the shoe 
industry included serving as a director 
of the Textile Color Card Association, 
of the National Association of Manu- 
facturers and of the Philadelphia Busi- 
ness Progress Association. He was ac- 
tively connected with a number of civic 
movements in Philadelphia. 

Intense interest in his business and in 
the world of shoes led Mr. McKeon into 
association activities, and for three 
years, 1924, 1925, 1926, he was presi- 
dent of the National Boot and Shoe 
Manufacturers Association. 

At the time of his death he was a 
founder member of the Penn Athletic 
Club and a member of the following 
clubs: Philadelphia Racquet Club, Llan- 
erth Country Club, Seaview Country 
Club, Merion Cricket Club and the 
American Club of London. 

Surviving him are his widow, Mary 
McKeon, a son, J. Coleman, and a 
daughter, Marizita, as we]l as a brother, 
Joseph, and a sister, Anna. 
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ples that a shoe brush is just 
as essential to your customers as a 
clothes brush. Keep Repco Brushes and 
Daubers displayed where your custom- 
ers can see them. The gripping groove 
on the brush and the easy hand fitting 
handle on the dauber allow a solid grip 
without hand cramp. The “live” bristles 
are securely fastened in handles of well 
seasoned wood. Repco Brushes and 
Daubers sell easily and pay you an 
attractive profit. 


For Sale By Shoe Findings Dealers 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


BY 
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DESIGNER 





and. six. peopl 


ve Box TOEs have consistently satisfied 
these six important people over a period of years . . . antici- 
pating every individual need. 

Reproducing the most delicate lines . . . Conforming readily 





KKEKEKEKEEKEKEKEKEKEX 


to the last . . . Assuring absolute uniformity .. . Easy to work Vulco Unit Box Toes are universally se- 
with . .. Thoroughly dependable . .. Comfortable and Stylish. lected for their unquestioned superiority. 
MANUFACTURER §S VULCO PRODUCT S§ 


STATLER BLDG. BOSTON, MASS. 
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INVINCIBLE EYELETS 


The clinching surface of the roll- 
back Invincible Diamond Brand 
Visible Eyelet is just as smooth 
as its lustrous celluloid fast 
color face. This new refinement 
in eyelet setting is increasing 
the popularity of visible eyelets 
on all types of laced footwear. 
Visible eyelets are one of those 
footwear refinements that iden- 
tify shoes of quality, fashion, 
and good taste. Supplied in all 
the standard colors to harmo- 
nize with every shade of leather. 


UNITED FAST COLOR EYELET COMPANY 


BOSTON, MASSACHUSETTS, 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 17, 1931 








JUVENILE IN-STOCK 


NOTE NEW 
PRICES 


NOTE NEW 
PRICES 





Tan Elk Moccasin Blucher Oxford Welt 


257 4 w 8 B to B.$1.90 
3657 8% tols BtoB. 2.30 
4657 12% to 3 AtoD. 2.85 
Smoked Elk Moccasin Blucher Oxford Welt 
mes 4 (to 8 B to E.$1.90 
3068 8% to 12 Bto E. 2.30 
4668 12% to 3 AtoD. 2.85 





Patent Biucher Oxford Welt 
4650 12% te 3 A to D.$2.85 





Tan Elk Blucher Oxford Welt 


3870 8% to 12 B to D.$2.50 
4870 12% to 3 AtoD. 3.00 
5988 2% to 6 AA toD. 3.75 


Black Elk Blucher Oxford Weit 
4843 11% to 3 A to D.$3.00 





Foxed Biucher Oxford Weit 
Light Brown Elk Vamp and Quarter. Brown 
Genuine Shark Tip and Fox 
F3775..8% to 12 BtwD........ $2.60 
F4775 12% to8 A 00 Dooec.e0- 3.25 


SHOES 





Patent Buckle Marey 


R2472 5 to8 BtoD........ $2.00 
R3472 8% toll eee 2.40 
R4472 11% to 2 OR rain 5558 <4 2.85 
R5472 2% to AAwC....... 3.0 





Patent Lindy 
8/8 Leather Heel 
38 Last Turn 


5569 2% to 6 AA to D.$3.25 





Patent Buckle Carlo Welt 
3942 8% to12 Wedge Heel A to D.$2.50 
4942 12% to 36/8 Lea. Heel AtoD. 3.10 
5942 2% to 8 12/8 Lea. Heel 
AA 4 to 8. 
A to C 2% to 8. 3.85 





Our display room 1039-1041, 
Hotel Commodore, New 
York, Nov. 16th to 20th, will 
contain examples of all of 
these as well as the full 
Spring line of J. Edwards & 
Company. 


and SERVICE 





Genuine Goodyear Blucher Oxfords 
2665 4 to 8 White Calf B to E.$2.05 
3665 8% to 12 White Calf BtoD. 2.45 
2671 4 to 8 Beige Elk BtoE. 1.90 
3671 8% to 12 Beige Elk BtoE. 2.30 
2674 4 to 8 Black Elk BtoE. 1.90 
3674 8% to 12 Black Elk BtwoE. 2.30 
2678 4 to 8 Patent BtoE. 1.90 
3678 8% to 12 Patent BtoE. 2.30 
2681 4 to 8Smoked Elk BtoE. 1.90 
3681 8% to12 Smoked Elk BtoE. 2.30 
2682 4 to 8 Tan Elk BtoE. 1.90 
3682 8% to 12 Tan Elk Bto E. 2.30 





Patent Blucher Oxford Welt 
4866 12% to 3 A to D.$3.00 





Patent Wjnnie Turn 
2483 4 to 8 Wedge Heel B to E.$1.85 
3483 8% to12 Wedge Heel BtoD. 2.15 
4483 12% to 36/8 Lea. Heel AtoD. 2.75 
5483 3% to 7 8/8 Lea. Heel AAto D. 3.50 





2754 «5 to8 BtoE........ $2.40 
3754 8% to 12 BtoD........ 2.85 
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